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The importance and broad reach of the proposed Alameda Corridor projects are illus-
trated on this map, which shows the directions freight will be more efficiently transport-
ed to destinations far and wide, following its initial arrival at California ports. 
AT DEADLINE 
IRS Has $3.4 Million in Tax 
R efunds for Southern 
Californians 
You may be one of 4,800 
Southern Californians who has a 
tax refund waiting for you at the 
IRS. 
"If you think the IRS owes you 
money, call the toll-free assistance 
line at 1-800-829-1040," stated 
IRS spokesman Chris Conley. The 
average undelivered refund 
amount for Southern California is 
$700. The refund'> range from $1 to 
$28,000. 
These refund checks could not 
be delivered because of incorrect 
names and addresses, or because 
taxpayers moved and did not give 
the IRS or the U.S. Postal Service 
their new addresses. 
"The best way to avoid the 
possibility of a lost, stolen, or 
undelivered refund is by having it 
directly deposited into your bank 
account," Conley commented. 
"Just put the required bank account 
information on your tax return. 
continued on page 6 
Jammed Freight Rail 
Routes Result in Alameda 
Corridor Project 
by John Elkins 
Severe congestion on 
the existing rail routes of 
Southern California has 
resulted in a $2 billion 
inveslment in the 
Alameda Corridor. 
It follows a decade 
of spectacular growth, 
which has made the ports 
of Los Angeles and Long 
Beach in San Pedro Bay 
the busiest in America. 
Booming trade with 
Pacific Rim nations has 
seen trade in the two 
ports reach 100 million 
tons per year. Forecasts 
show the growth contin-
uing, with the volume of 
high-value containerized 
freight set to triple in the 
next 25 years. 
Rail operators have 
to face the considerable 
obstacle of four single-
tnick routes into the ports 
area, which involves 
trains more than a mile 
long having to negotiate 
many (up to 200) level 
crossings which are 
strung along the four 
lines and necessitate a 
maximum speed of just 
22 mph. 
The idea of develop-
ing a single consolidated 
rail corridor was first 
floated in 1984, but it 
was five years before Los 
Angeles and Long Beach 
established the Alameda 
Corridor Transport 
Authority (ACTA) to 
plan and take the project 
forward. 
continued on page 32 
"WiseGuys" Victim of 
Dot-com Fallout 
by Rod Jackson 
Once considered one 
of the cutting-edge adver-
tising companies of the 
dot-com explosion, 
Pasadena-based 
"Wi eGuys" now finds 
itself on the leading edge 
of the dot-com fallout. 
In September, "The 
Permanent WiseGuys 
Inc." or simply 
"WiseGuys," filed for 
Chapter 11 bankruptcy 
protection in federal court. 
The 10-year-old finn, with 
a staff of nearly 50, has 
fallen victim to the current 
the company time to reor-
ganize and work out a way 
to pay off creditors. 
"They did 75 percent 
of their business with the 
dot-corns," says company 
bankruptcy attorney Brian 
Davidoff, "and when 'the 
continued on page 6 
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wave of dot-com failures, Calendar 
bankruptcies and take- page 58 
overs. Chapter 11 allows 
Annual Wildlife Festival 
Celebrates Nation's 
Natural Wonders 
The 18th annual 
Wildlife Art Festival at 
the San Bernardino 
County Museum attracted 
almost 3,000 visitors from 
the Inland Empire and all 
over Southern California. 
Attendees enjoyed the 
privilege of meeting and 
speaking with 26 well-
known wildlife artists; 
viewed wild fowl carving 
competitions, and partici-
pated in animal mask 
making with their fami-
lies:.. The Nov. 17-19 event 
also included wild ani-
mals in the museum's 
courtyard; the Tom 
Bennett Children's Art 
and Environmental 
Science Competition, and 
the first West Coast exhib-
it of this year's Federal 
Duck Stamp Competition. 
The museum's special 
exhibits hall overflowed 
with artists selling origi-
nal artwork, prints and 
sculptures. Due to space 
restrictions, and the 
artists' appreciation of the 
small size and intimacy of 
this festival, the museum 
has no plans to increase 
the size of the festival 
over the next few years. 
Since the beginning, 18 
years ago, the museum 
has actually decreased the 
number of artists invited 
to participate in an effort 
to improve both artist and 
visitor comfort. 
A small area at the 
continued Ofl page 59 
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LETTER TO THE EDITOR 
Ever wonder why the Grove Theater in Upland has trouble filling its 
seats? 
Maybe it's the way that it treats the people who patronize the theater. 
My mother, sister and I have been season ticket holders for six years prior 
to the current season. This year a number of things happened to persuade 
me from attending. 
Failure to receive season tickets that were paid fclr -it seems that it is 
my responsibility to call and remind them to send the tickets out. The first 
set was sent out, bill my mother had to call on the second set. She was told 
that she could come and pick them up -she asked that they be mailed. The 
third and fourth sets were not sent. When I called to explain that I had not 
received my tickets and wanted a refund, I was told that according to the 
records they had been sent. When I explained that a friend of mine who also 
has tickets on the same day said they saw someone else in our seats, the 
excuse I got was that if people see empty seats closer, they move. I told 
Sherry that according to my friend they went directly to the seats before the 
performance began. I was then told that they were on a first-come, first 
served basis, although I have had them for the last six years and the first 
two sets we received were for the seats we had contracted for. Which still 
leaves the question of a refund for the tickets I was supposed to get but did 
not get. I have gotten nothing but the run around with one excuse after 
another from Sherry. Even after all this they did not mail the tickets for the 
fifth performance. I mentioned this in my last letter to Sherry. She did send 
overnight some tickets but they were not the ones we ordered and it was 
three days prior to the performance. As we had not received our tickets ear-
lier, we had made other plans. 
The performances are not as good as they used to be. I realize that it is 
community theater. They have good talent out there -they just don't direct 
it as best they can. Also they used to get one or two named performers to 
step up the production, but Sherry doesn't seem to want to spend the money. 
Maybe if she spem a little more money she would have better attendance, 
therefore make more money to produce better plays. I am a season ticket 
holder at Riverside Community Theater and California Theater in San 
Bernardino so I know what I am talking about. 
Also I have never been in a community theater where you have had to 
pay for the playbill. All the other theaters that I have been to have handed 
out a small playbill so that you know who is who and what the acts are. 
This is just plain cheap. 
Sincerely, Pamela J. Heberle, Former Season Ticket Holder, Lorna Linda 
......... ou1 o a L>~ X tiC Ill 3CCOJl0S. 
The ActivePDF server embeds 
digital fingerprints that can detect 
alterations to the file/document by a 
non-active PDF tool. This security 
allows contracts, insurance forms, 
bank statements, invoices, or other 
need-to-be-secure documents to be 
sent digitally, without the fear of 
tampering. 
For example, instead of send-
ing a contract as a Microsoft Word 
document that can be freely edited, 
ActivePDF's tools add SSL (Secure 
Sockets Level) security to PDF 
files, to ensure documents remain 
secure, Sullivan explained. 
How did be get started in this 
very critical niche of the market? 
During his past consulting 
practice and experience in the IT 
departments of some prestigious 
non-competmg sites, pt ovt 
high-quality support; attended t1 
shows; wrote articles, and inst 
his products' reliability. With 
arsenal, ActivePDF has built a g 
word-of-mouth network and 
sales keep flooding into the offi, 
Why, the guy must be dri 
Yes, he is driven in the posi! 
sense of the word. He credits tij 
people for helping him stay 
course and not lose focus. First, 
Dad instilled a drive for excelle 
in whatever he tried to do. Seco 
his boss at USC, Robin Peat 
taught him it 's okay to be a geek 
the rest of your life, and last, I 
certainly not least, his wife of ei 
years, Linda. It has been her lo 
support, and encouragement t 
have helped him get through t 
tough trials of consulting and a n 
business. 
INLAND EMPIRE BUSINESS JOURNAL • PAGE 5 
EDITOR..I.AL __.... 
Ontario Needs a New Cop Shop 
The city of Ontario needs a new 
central police station. We have 
reported this problem before, but it is 
beginning to look as if it may finally 
happen. The abundant tax base of 
Ontario, with the Auto Center and the 
Mills Mall has given the city a cash 
surplus large enough to pay for the 
new building and all of its amenities. 
The current central station is 
some 45 years old, and while it may 
have been "state-of-the-art" then, it is 
a relic today. It was opened back 
when officers wore "Sam Brown" 
belts and had very little understand-
ing of public relations or community 
involvement. We mean no disrespect 
when we say that many of the police 
officers back then were World War II 
vets who saw the force as a paramil-
itary group. 
As the city grew, and new under-
standings of law enforcement were 
developed, the police force grew as 
well. It grew to the point where the 
Ontario P.D. is now four times as 
large as it was in the 50s. That means 
that as many as four officers have to 
use any one desk. Janitorial supply 
closets have been converted into 
offices. The paint, tile and walls all 
have that much repaired look. 
The decline in crime in Ontario 
does not mean that we need fewer 
police; it means the police we have 
are doing their job and they deserve 
an appropriate, state-of-the-art work 
place. 
Now the city is ready to build it 
on its own. No bonds, no county 
involvement, no federal funding. 
Ontario can write a check and get it 
done. But there is a new problem. 
Some city council members have 
questioned where it should be built. 
They have said that the addition of 
the Ag Preserve changes the center of 
Ontario's population base and there-
fore it should be built further south. 
We disagree. Put the new police 
station where it belongs--in down-
town Ontario. Show our officers that 
we respect and appreciate the work 
that they have done! And if more 
police work needs to be done south 
of town, then Ontario should write 
another check and build a sub-sta-
tion. 
Did Everyone Sleep Through Civics Class? 
So much has happened lately 
that has taken the public by sur-
prise, that we have to wonder if 
anyone paid attention in high 
school. 
The election problems in 
Florida, for instance, introduced a 
lot of people to the Electoral 
College. The system that the U.S. 
Constitution gives us provides 
that we vote for a representative 
group, who in turn, votes for the 
president. 
Contrary to what CBS may 
tell you, until the Electoral 
College votes, the winner is the 
"president designate." He does not 
become president elect until the 
Electoral College says so. Only 
. once in America's history has the 
popular vote gone astray of the 
electoral votes. 
Some people believe that the 
writers of the Constitution didn't 
trust the uneducated agrarian pub-
lic to understand the election 
process, so they had them vote for 
the voters. 
While everyone should vote, 
they also owe it to themselves to 
know how things work. 
Then - there is the issue of 
the Christmas displays on Euclid 
Ave. in Ontario. Much is made 
about the "separation of church 
and state," but this phrase came 
from a Supreme Court ruling. It is 
not in the Constitution! In fact, 
while the First Amendment does 
say that government cannot make 
a law that respects an establish-
ment of religion, it also says that 
the government cannot prohibit 
the free exercise of religion, 
either. 
You should also know that 
these amendments are not part of 
the Constitution itself. They were 
added on after the fact. They came 
mostly from a fear of what had 
happened during the British colo-
nization of America. Billeting of 
co11ti11ued on page 57 
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"WiseGuys" ... Court papers, for example, reveal the WiseGuys state total 
assets of roughly $4.9 million dol-
lars, and debts or liabilities of near-
the mistakes of their predecessors. ment banks. 
continued from page 3 
dot-corns began going out of busi-
ness and stopped paying their adver-
tising bills, WiseGuys in turn could-
n't pay their bills, either." 
Davidoff says WiseGuys is the 
most recent example of the ripple 
effect the current dot-com sell-off is 
having on the nation's business 
community. Ray Kwong and his 
wife, Elizabeth Wardly Kwong, 
launched the company in November 
of 1990. WiseGuys was noted for 
creating street-smart integrated 
marketing, sales and communica-
tions plans for a variety of compa-
nies-ranging from Sun 
Microsysterns to Experian to Pacific 
Bell Wireless to ABC Television. 
Their client list includes more than 
50 dot-com and technology clients. 
ly twice that at $9.5 million. The 
company let nearly 40 of its staff of 
50 go, and recently moved from its 
former headquarters on West 
Dayton Street in Pasadena to more 
modest surroundings. 
The problems faced by 
WiseGuys in the growing graveyard 
of dot-com enterprise are not sur-
prising. Much of the company's rev-
enue came from companies lured to 
the Internet. Unfortunately, accord-
ing to a Media Metrix study pub-
lished this past September, 75 per-
cent of all advertising on the 
Internet is purchased by other dot-
com enterprises. When thoSe dot-
corns begin to fail, the advertising 
revenue begins to dry up and · a 
vicious cycle begins to feed upon 
itself. 
Davidoff has spent the past year 
acquiring a growing clientele of 
those who've experienced the 
downside of the once skyrocketing 
Internet craze. ''I'm working with 
another firm on the west side of Los 
Angeles that isn't going to make it," 
he says. "They 've goJ 40 thousand 
square feet of retail space, and when 
they go under, that's going to obvi-
ously impact the landlord who owns 
it, the people who work for it, and 
the banks who have underwritten 
the company." 
Additionally, they're working 
with Verdugo Community Bank to 
restore some semblance of a routine 
cash flow, as they legally attempt to 
recover some of the money owed by 
failed or failing clients. Again, 
Davidoff wouldn' t go into detail on 
that score, the who and how much. 
But, he says "The objective is to 
make sure there's no further impact 
on the company's existing clien-
tele." 
There is hope, as well, in a 
recovery of the Internet sector. 
Many companies doing busi-
ness in the Internet world are report-
ing things seem to finally be stabi-
lizing. One firm, About.com, for 
example, recently reported that the 
number of advertisers on its net-
work of 700 content specific Web 
sites has increased to more than 
1800, from a previous base of just 
620. They, like others in the sector, 
didn't get there without pain, how-
ever. It 's become an all-too-familiar 
trend these days in the Internet sec-
tor, and among those that surround 
and service it. 
But as one dot-com failure after 
another has hit the news, and ven-
ture capital to keep the infant com-
panies afloat has dried up, 
WiseGuys has fallen on difficult 
times. Davidoff won't say specifi-
cally which of the company's cur-
rent client base pushed WiseGuys 
over the edge, but since Sun Micro, 
Experian and Pac Bell (not to men-
tion ABC Television) are still 
around, it's a safe bet it's one of the 
50 other companies which present-
ed the problem. 
At deadline ... 
continued from page 3 
This year, nearly 30 million chose 
this option when they filed." 
Nativity Scenes are InstaJled on 
Euclid Ave. for the 42nd Year 
Currently, the shakeout in the 
dot-com industry is making head-
lines across the world, and ironical-
ly has even created its own growth 
industry. Companies and Web sites 
have cropped up with names like 
dotcornfailures.com and startupfail-
ures.com. These are companies 
which seek to profit off the misfor-
tune of others; give venues for for-
mer employees of failed dot-corns a 
chance to vent, and provide the 
opportunity for others to learn from 
Commerce took the stand that the 
displays are indeed constitutionally 
permissible. They are erected, 
maintained and funded by private 
contributions through the Ontario 
Chamber of Commerce, itself a pri-
vate business organization, and 
community members. Last year, the 
city of Ontario designated these 
scenes an historical landmark. 
Chamber President David 
Grossberg, stated, "The Nativity 
scenes represent tradition to the 
Ontario coi1Ullunity, and are an inte-
gral part of the holiday display." 
Inland Empire Resident 
Volunteers Can Brighten Theil." 
Community 
Meanwhile, the venture capital-
ist, the tried and true fail-safe for 
many of these companies, all seem 
to be on vacation while the shake-
out continues. " It's very difficult to 
find a venture capitalist these 
days," Davidoff reflects. "They're 
just sitting on the sidelines right 
now, waiting to see what's going to 
happen next." 
As for what happens next for 
WiseGuys, the Kwongs are not 
about to pack up the tent and slink 
quietly off to the great Internet 
desert. "They're in the process of 
finishing up the reorganization 
plan," says Davidoff. "That should 
be finished and filed with the court 
by the end of the first quarter of 
2001, and in the meantime they're 
returning their focus to their core, 
historical client base," which he 
says is smaller community invest-
non-English speaking, and elderly 
Throughout the business world, 
it's believed that periods of rapid 
consolidation can hurt, but such 
periods also create opportunity. 
That 's something WiseGuys is 
keeping in mind and focusing on, as 
it works its way out of its current 
financial problems. 
taxpayers how to prepare and file Eaton Corp Leases Industrial 
basic '%c'fhlrnL RIIUdjpg in Ontario 
ayers 111g ttm MM St&l u;;eaa au: ... -. •• m~~~~~~~~~~~~~~~~ 
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All 12 of the traditional 
Nativity scenes that have graced the 
Euclid Ave. meridian for decades 
were installed on Nov. 18. Caltrans 
approved the permit that had been 
contested by a local resident, 
Patrick Greene, who felt the dis-
plays were in conflict with the sep-
aration of church and state. The 
median parkway is part of State 
Route 83, and thus, under the juris-
diction of CALTRANS, the 
California Department of 
Transportation, and a permit from 
that entity was required. 
The Ontario Chamber of 
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ActivePDF's President is Dedicated to Making Life Easier for his Customers 
by Mike Carson 
Upon entering the office I 
quickly noticed it was efficiently 
organized. Remnants of a trade 
show exhibit were clearly in view 
and cramping the space. 
All of the windows were black-
en by steal blinds and an eerie hush 
filled the room; only the clacking of 
little plastic keys could be heard in 
the distance. 
The receptionist looked at me, 
smiled, and then as if there was 
some kinetic force compelling him, 
out of the darkness came Tim 
Sullivan, president of ActivePDF. 
ActivePDF lives up to its name 
ACTIVE. Sullivan bas built per-
haps one of the fastest-growing 
companies in the high-tech busi-
ness. Launched in midsummer of 
this year, active PDF has exceeded 
1000 customers world-wide. 
Its client list would be the envy 
of companies 10 times bigger: Levi 
Strauss, Boeing, BMW, Volvo, 
Staples and other recognizable 
names. 
What does activePDF do for 
these clients? Their software uses 
the ubiquitous PDF format as a tool 
that can turn any existing invoice, 
statement, contact, purchase order, 
catalog, loan application, image 
and almost any digital file into a 
secure PDF file in seconds. 
The ActivePDF server embeds 
digital fingerprints that can detect 
alterations to the file/document by a 
non-active PDF tool. This security 
allows contracts, insurance forms, 
bank statements, invoices, or other 
need-to-be-secure documents to be 
sent digitally, without the fear of 
tampering. 
For example, instead of send-
ing a contract as a Microsoft Word 
document that can be freely edited, 
ActivePDF's tools add SSL (Secure 
Sockets Level) security to PDF 
files, to ensure documents remain 
secure, Sullivan explained. 
How did he get started in this 
very critical niche of the market? 
During his past consulting 
practice and experience in the IT 
departments of some prestigious 
sites, such % the University of 
Southern California, he noticed a 
demand for this type of technology. 
He put it this way, " I love the tech-
nology and I love writing code. It 
was an opportunity for me." 
Sullivan amiably split with his 
partner of many years (who is a 
MAC platform guy), and started 
ActivePDF. He had been burning 
the midnight oil, however, for near-
ly two years before the launch. 
In fact, he is still working very 
hard to help the company keep pace 
with the demand. By adding staff, 
programmers and a sales manager, 
he hopes to begin focusing more on 
the vision for the company. 
Married, with four children, his day 
is fast-paced from 7 a.m. until 6 
p.m. 
Then, he is off enjoying his 
family until the kids go to bed, after 
which he returns to the office for 
more code writing (sometimes until 
2 a.m.). He really does love it! 
What are the keys to Sullivan's 
rapid success in the market? Well, it 
is often said that a new product or 
service will only take off if people 
know that it will solve their prob-
lems. 
So, how did he get ActivePDF 
known in the market? ... with a ton 
of work! He sponsored confer-
ences; did Web advertising with 
non-competing sites; provided 
high-quality support; attended trade 
shows; wrote articles, and insured 
his products' reliability. With this 
arsenal, ActivePDF has built a great 
word-of-mouth network and the 
sales keep flooding into the office. 
Why, the guy must be driven! 
Yes, he is driven in the positive 
sense of the word. He credits three 
people for helping him stay the 
course and not lose focus. First, his 
Dad instilled a drive for excellence 
in whatever he tried to do. Second, 
his boss at USC, Robin Pearce, 
taught him it's okay to be a geek for 
the rest of your life, and last, but 
certainly not least, his wife of eight 
years, Linda. It has been her love, 
support, and encouragement that 
have helped him get through the 
tough trials of consulting and a new 
business. 
But how, even with all this sup-
port, can he keep this pace? Even 
Sullivan says that the first two 
years prior to officially launching 
ActivePDF were the most trying. 
He credits the success of the com-
pany now-to his dedicated team 
of professionals. 
In fact, that is one 
of his secrets: hire 
great people who 
have the same 
passion, dedica-
tion, and love for 
the work as you 
do. Then 
them with respect 
and trust. 
He also says 
that flexibility and 
personal service is 
key to success in 
this business. He 
pushes his team to 
ensure that every 
customer support 
issue is responded 
to in no more than 
two hours, prefer-
ably with a solu-
tion; if not, then 
with an estimated 
time for a pending solution. He is 
also committed to learning some-
thing everyday. Sullivan feels that 
in life and in his business, the only 
way he can succeed ts to constantly 
be learning something different so 
he can continue his forward 
progress. 
His philosophy of success is 
very simple: 1. Love what you do; 
2. Learn something new everyday 
that will help your forward move-
ment; 3. Make room for family; 4. 
Be ready to make sacrifices, and 5. 
Have a very well thought-out plan 
and make it conservative. 
"This philosophy is not new 
information," you say, and yes per-
haps that is true, but how many 
people actually live it in order to 
succeed? Sullivan appears to have 
found the combination that works 
for him and his family. 
With this much growth, what 
are the new challenges for 
ActivePDF? He is already carefully 
planning the next step for his com-
pany, by adding the best-in-class 
staff that truly fit his profile of great 
hires. 
He is planning methods of 
channeling (not controlling) the 
growth, so the company can effec-
tively handle the volume, and last-
Tim Sullivan 
ly, he is developing ways for the 
product to be even easier and fun to 
use. What...software, fun? 
Yes, that's right, fun. Sullivan 
feels that in order for ActivePDF to 
continue to succeed, he must make 
the software fun to use. I say, 
GREAT! Fun is not a word often 
echoed throughout businesses 
today-let alone when used with 
software in the same sentence. 
Perhaps this last tidbit about 
Tim Sullivan, about fun software is 
a clue as to his answer when I 
asked, "What gives you the biggest 
high in this business?" 
Tim looked me straight in the 
eye and replied, "When someone 
says, "YOU SAVED OUR PRO-
JECT!" 
:ActivePDF may be reached at: 
www.activepdf.com, or by calling 
toll free: 888-389-1653. 
Mike Carson is the president/CEO 
of Carson International in Corona 
CA. and is available at: WK.'l~~car: 
SOII-illternational.com. 
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Customers Don't Really Tell You What They Mean 
by Ron Burgess 
Every marketing-driven company 
cares about how it is meeting the needs 
of customers. Some have formal pro-
grams to ask and assess how they are 
doing in the minds of their customers. 
But often the feedback does not match 
reality. This can be due to poorly 
phrased questions, ·poor recording of 
data, or less than vigorous examination 
of the responses. It can also be because 
customers don't necessarily tell the 
truth. 
Large businesses can afford to 
out-source major studies of customer 
attitudes and satisfaction levels, but 
most small- and medium-sized busi-
nesses don't have the budget to buy 
comprehensive professional statistical 
services. Today, with powerful data-
bases and spreadsheet analysis tools, 
smaller businesses can gather informa-
tion about customers, but it's easy to 
miss important information. 
One example of this situation is a 
small company that has consistently 
done surveys over the years. These 
surveys usually point out small varia-
tions in its expected (and admired) 
service. Recently, customer turnover 
has increa ed slightly, representing 
increased costs in customer acqui i-
lion. The recent data from surveys did 
not i11dicate any change in the way 
customers viewed service or quality. 
So the data was reviewed with new 
data about the length of time a cus-
tomer was with the company. Because 
the product is a weekly delivery serv-
ice, on-going customers who "stop" 
are easy to measure. 
Questions which asked for a rat-
ing between 1 and 7 (Don't Agree to 
Strongly Agree) on issues of overall 
attitudes about the company were very 
strong, in the 5, 6 and 7 range. A deep-
er analysis of the data compared a 
slight variation in these questions with 
questions having to do with "superior 
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value." Two questions of this type had 
a small number of responses in the 3, 4 
and 5 range. Because the value ques-
tions also had mostly 6 and 7 answers, 
only a side-by-side comparison of 
charts showed the small variation. 
(Careful statistical models would have 
also revealed this, but few businesses 
have this level of sophistication.) 
When the lower answers were broken 
out of the total group, it was revealed 
that, in fact, there was a direct corre-
spondence with the length of the rela-
tionship and the range of agreement 
with "superior value" questions. In 
other words, those who strongly 
agreed that the company provided 
superior value, were customers longer 
than those who only moderately 
agreed. 
For the first time, it was discov-
ered that the perception of value had a 
direct relationship to ho\'1 long a per-
son stayed a customer. Keep in mind 
that these same people agreed with the 
total group that the company was great 
in every other way! Only the value 
questions smoked out the real action of 
the customers. Customers were drop-
ping the service while telling the com-
pany it was great! In fact they should 
have said, "You're great, but not worth 
the cost." Customers rarely lie, but the 
questions can be misunderstood. And, 
sometimes customers really don't 
understand their own motivations. 
This is a common problem for 
measuring altitudes about product 
quality and service perfom1ance. It 
may be part of the reason large compa-
nies try to measure specific character-
istics of a product rather than customer 
attitudes. It is also the reason market 
researchers have long allempted to use 
psychographic data along with demo-
graphic data to determine why people 
buy. But most smaller-sized compa-
nies don't need this level of "market 
brain surgery" to learn more about 
how they are doing. They do need to 
start by asking the questions and valu-
ing the truth. 
My family is constantly embar-
rassed by my truthful comments at 
restaurants and with service personnel. 
I rarely mention an issue out of anger, 
but rather out of respect for the com-
pany 's difficulty in allaining the truth. 
I always ask to have my comments 
carried to the customer service super-
visor, but wonder how many times 
they record them or care about the 
comment. In 20 years of doing this, 
only one company supervisor thought 
it would be a good idea to find out 
more! 
Q.uality companies that want the 
truth from customers must be ready 
to pry it from them. Don't assume 
that because they tell you things are 
fine, that they really are. A lillie 
extra effort can yield the small dif-
ferences that keep your business 
sharp. 
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CLOSE- UP 
EXCEED Clients Surpass All Expectations 
by Rod 1 ackson 
Deep in the bowels of a NAPA 
Auto Parts s tore, somewhere in the 
Inland Empire, a young man is hard 
at work entering data into a comput-
er. His job is to keep track of the 
store's inventory and accounts. It is 
one of those vital, daily tasks that 
most businesses must accomplish in 
order to succeed, and by all accounts 
this particular young man is pretty 
dam good at it. 
What sets this story apart from 
countless others is that this young 
man is developmentally disabled. He 
has a mental condition that many 
would find disturbing or, at the very 
least, uncomfortable to be around. 
Yet this young man, with the help 
of a Perris-based enterprise, devel-
oped the skills and self-confidence to 
not only hold down this well-paying 
job- he actively campaigned for it! 
This remarkable accomplish-
ment is the handwork of "EXCEED 
a Working Solution" - or simply 
EXCEED. The company is a division 
of Valley Resource Center and was 
created in 1979 by a group of parents, 
each of whom had a developmentally . 
disabled adult child. Using federal, 
state and local grants and some pri-
vate foundation assistance, 
EXCEED's goal is to bring chal-
lenged men and women into main-
stream society to the highest degree 
possible. 
For those unfamiliar with the 
expression "developmentally dis-
abled," here's a simplified explana-
tion. Generally, the individual has a 
brain function problem. It may be the 
result of a genetic malfunction (such 
as Down syndrome), or the result of 
the onset of a disease (such as cere-
bral palsy) or it might have been 
caused by an injury stemming from 
an accident such as a fall or auto 
crash. 
Whatever the source of the dis-
ability, there are hundreds of young 
men and women in the Inland Empire 
who face these challenges daily- yet 
who simply want to lead what others 
call a "normal life." 
This is where EXCEED 
enters the picture. 
Operating out of five 
offices from the 
Moreno Valley to 
Blythe, EXCEED is 
helping nearly 550 dis-
abled Californians on 
the road to that "normal 
life." 
encouragement to contribute to soci-
ety. Many of these people can be 
found helping to clean up local 
beaches or interacting with residents 
at nearby convalescent centers. 
The second program is far more 
active and takes place, mo tly, at one 
of two large warehouses operated by 
slowly withdraws direct support until 
the client is comfortable working 
alone. The coach then checks back 
with both client and employer on a 
frequent basis to monitor the client's 
progress and guard against potential 
problems. 
EXCEED has men 
and women working in pri-
vate businesses throughout 
the Inland Empire, as well as 
at the Perris-Union High 
School District and for 
CalTrans. As you would 
expect, there are also chal-
lenges. The first is finding 
new businesses that can use 
the skills developed by the 
men and women enrolled at 
EXCEED. With a budget of 
almost $5 million and a 
staff of nearly 150, 
EXCEED strives to 
!.om Hmo;osa (r), ".fanager oj Dl~lrlhrmon \enKe.\. fJroct!.l\117g 
Dn·mon, .1 hou 1 ,\!elba Hollenhonl, l \CFl !J"1 Com rae/ 
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"If you read this," 
says Morse, "and have 
assembly or packaging 
needs, jobs that aren't easy to 
women, all over the age 
of 22, the skills necessary to function 
in society. 
"They don't want to be pitied," 
says Mary Morse, EXCEED's 
resource developer, "but they 
also don 't want to be ignored. 
Our clients want to be valued 
for who they are and they're 
very optimistic about their 
future in our society." The 
challenge, says Morse, is 
directing them to the right 
path to that future. 
"In overall terms," she con-
tinues, "EXCEED tries to 
help people get to their high-
est potential, whatever that may be. 
In most cases they either haven 't had 
the opportunity or the training to be 
able to work in the COIJU11unity. But 
they want to be able to do just that, 
and do it in a self-sufficient manner." 
EXCEED seeks to provide those 
skills through a combination of three 
training programs. The first is an 
adult developmental center where its 
clients learn basic living skills. Often 
these centers handle the most severe-
ly disabled clients who often suffer 
from serious physical and/or verbal 
problems. Yet, at these centers, while 
learning basic living skills, such as 
counting change, making meals and 
learning to dress themselves, there is 
EXCEED. Here, the clients refine the 
living skills they've been taught and, 
more importantly, learn to work with 
peers in a traditional work environ-
ment. Several large corporations con-
tract with EXCEED for assembly and 
packaging work which provides the 
clients with job . 
Bradshaw International, for 
example, has these men and women 
packaging, labeling, orting and 
assembling kitchen goods for large 
grocery store chains. Milgard, a 
maker of double-hung windows, has 
contracted the workers to make card-
board protectors, which are put on the 
windows prior to shipping. Superior 
Lithographics, as a final example, 
pays them to assemble and package 
bulletin board displays for teachers. 
In each case, EXCEED's clients 
learn important vocational skills and 
at the same time earn paychecks 
which boost self-confidence and 
self-esteem. 
The final element of EXCEED's 
program actually puts some clients 
into the workforce outside the organ-
izations' controlled environment. 
Clients and staff work with private 
employers. The staff employee, 
called a "job coach," helps the client 
learn the basic skills of a job and then 
automate, then we've got a 
really big, well-trained workforce 
right here. " 
Also, EXCEED is always look-
ing for additional full- and part-time 
'job coaches.' " We have lots of peo-
ple who need to be coached, but we 
don't have enough coaches to take 
care of them all. Particularly, college 
students who are majoring in psy-
chology or human development 
would be great," Morse adds. 
As successful as the program is, 
it is not resting on its past accom-
plishments. In December, it will open 
its first residential facility in the San 
Jacinto area, which will provide long-
term care for 14 clients and within a 
year will open a second facility near-
by for another 10. 
Also in December, EXCEED 
hopes to have a new Web page 
(www.exceed-aws.com) up and run-
ning. That, says Mary Morse, will 
allow even more people to learn 
about the programs they offer. 
If you would like to contact 
"EXCEED a Working Solution" 
you can contact Mary Morse at the 
company :S Perris, CA office by 
calling (909) 657-0609 ExJ. 127, or 
drop them a line At: "EXCEED a 
Working Solution,, 3519 Perris 




by J. Allen Leinberger 
They stood outside, in the dark, in 
the rain. Stuffed into their pockets were 
three hundred dollars and a position 
ticket that would assure their place in 
line to buy the new Play Station 2. That 
three hundred dollars could have been 
waste~ o~ bread or milk or mom's 
operatiOn. 
When the media asked why these 
people wanted PS2, they mostly talked 
about the DVD function. We discussed 
"convergence" of TV players and com-
puters a lor\g time ago so this is not 
anything ne-1. 
The fact of the matter is that your 
computer is a better game machine 
than anything that they waited in line 
for. True, you may need an attachment 
to operate it, but it's cheaper and easier 
than standing in line. 
I am old enough to remember 
those dark days when people waited for 
Pac Man to come out for the dinosaur 
video systems. Even then there was 
that rumor that the computer nerds 
would have a better game to play, but 
who would want to have a computer? 
Aside from that, the big word in 
games this past year has been extension 
packs. From Star Trek to Lara Croft to 
Tom Clancy's Rainbow Six, if you 
have the first game, you can add levels 
and characters and adventures to it. 
Granted these extensions will cost 
almost as much as the original, but you 
don't have to wait in the rain. 
What's new this year is nothing 
new. Sequels, satires and copies. 
Goldeneye, from the Bond movie, was 
such a great "first person shooter" 
game that the same people came out 
with Perfect Dark. This is another 
shooter with a lady who just happens to 
look a lot like Lara Croft, first of the 
Cyberbabes. In the same vein are the 
scantily clad Amazons of Amazons & 
Aliens. A&A is described as a RTS or 
RealTime Strategy game. 
Such games now come with indus-
try ratings. A group called the 
Entertainment Software Ratings Board 
(ESRB) rates games by violence and 
language as well as other elements just 
like movies and TV shows. They can 
be reached at www.esrb.org. 
Dear Hunter and Bass Fisher have 
spawned such "parodies" as Deer 
Avenger and the new Bass Avenger. 
Satire is still one of the dearest forms of 
flattery. 
One of the most interesting com-
bination games is Last Call! where you 
get to be the bartender, or, if you don't 
want that, it's a great drink recipe disk. 
TV games run rampant, from 
"Jeopardy" and "Wheel of Fortune" to 
the latest edition of "Who Wants to be 
A Millionaire?" Even old board games 
like Scrabble and Monopoly have all 
new versions. 
Sports continues to be popular, 
especially football. The biggest and 
badest remains the John Madden game 
but the NFL 2000 game has taken up a 
lot of time among some of my friends. 
With the changes in both players and 
franchises, it becomes important that 
you can program in not only teams and 
stadiums but also weather and injuries. 
Crowd noises and announcers add to 
the effect. Other sports from NASCAR 
to Links LS 2000 to the NBA drive 
individual players. 
If you prefer, you con conquer the 
known world with such titles as The 
Age of Empires, Total Annihilation -
the Gold Edition, or Risk ll - The 
Classic Game of World Domination, 
with Napoleon's army. 
Oddly enough, the computer game 
nightclubs, which normally feature 
giant toys like full-sized CART cars 
and motorcycles, are also presenting 
classic games like Frogger and Space 
Invaders. 
Computer games now come with 
3-D graphics, state-of-the-art anima-
tion and the ability to compete with 
others on the Internet. But ultimately, 
the old ones are the great ones. Even 
casino games, even solitaire. 
And they give you something to 
do on a rainy day, besides standing out-
side in a line. 
Thanks, in part to MacSoft, Simon & 
Schuster /l)teractive and Gameworks 
at the Ontario Mills Mall. 
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GETTING ORGANIZED 
Branding Your Internet Business on a Budget 
by David Cotriss 
When you think of Amazon, 
chances are your first thoughts are 
not about an exotic river in some far 
away place. That may have been the 
case many years ago, but we're liv-
ing in an age of the Inte rnet. The 
Internet has changed our percep-
tions of many things, and is rewrit-
ing the rules of business day by day. 
Internet companies are striving to 
make a name for themselves, just as 
Amazon.com, the largest Internet 
bookseller, has. With Web-based 
firms facing increasing competi-
tion, many believe a strong brand is 
the key to differentiating yourself 
and becoming a .com success. 
But, wait a minute. 
Amazon.com has spent millions 
upon millions of dollars to achieve 
the name recognition it has. The 
monster.com job site spent millions 
on a single 30-second ad during the 
1999 Super BowL Being a small 
business, you can't afford that kind 
of money. The fact is, you don't 
need to. While you may not 
achieve the breadth of recognition 
those sites have, you can create a 
brand that will strengthen your 
company's bond with its target 
audience. 
A brand is important because it 
creates a competitive advantage 
that can't be duplicated . For any 
business, a brand creates a sustain-
able, renewable competitive advan-
tage that will hold up over time, 
which is a key to long-term success. 
A brand is essentially a set of asso-
ciations c reated in the minds of 
your target audience. For example, 
when you think of the Nike swoosh 
or the Pillsbury dough boy, you 
immediately make a positive con-
nection between them and the com-
pany. 
A brand involves not only the 
name of your business, but the 
entire experience associated with it. 
It can encompass a symbol, sound, 
mark, phrase, or icon inquiry to 
your bus iness, along with factors 
such as how you treat customers 
and the overall image your business 
conveys. All of this leads to more 
sales, since many of the purchases 
people make have little to do with 
the actual product or service being 
afforded and much to do with their 
awareness and perception of your 
business. 
Just think of all the aspirin 
companies out there: it's a ll the 
same medicine, just separated by 
brand recognition. Since most 
everything you do can contribute to 
brand building, this article covers 
some of the most important meth-
ods of building a brand for your 
small Web business on a limited 
budget. 
One of the best ways to build 
your Internet brand is to focus on a 
niche and hit it hard. In other 
words, don ' t try to reach too broad 
of a target audience. Doing so only 
dilutes your resources and decreas-
es your effectiveness with those you 
reach. Focusing your resources on 
a small niche s trengthens your bond 
with your target. 
This rule carries over from 
advertising: for example, it's better 
(more effective) to run a half-page 
ad in every issue of a magazine than 
it is to run a full page every other 
issue. Some of the most profitable 
Web businesses are those that focus 
on niches, and you can build on that 
strategy by creating a recognizable 
name for yourself among a small 
group of people and sell to them 
over a lifetime. When the competi-
tion comes along, your brand will 
be the key to retaining them. 
The visual aspect of branding is 
essential. Everything from your 
Web site to your banner ads to your 
print brochures should have a con-
sistent look that's easy to recognize 
and appropriate for your business. 
You may want to create a symbol or 
logo you can use in all your ads and 
other business communications, 
that summarizes what your business 
is about. Use consistent colors and 
typefaces that will be easily recog-
nized. Take note of what the com-
petition is using and how you can 
separate yourself. 
You may be asking yourself if 
you need a Web site to bu!ld an 
Internet brand. The fact is, a well-
designed site is essentia l to building 
an online brand, no matter how 
smalL While it's true that you 
won ' t -need a Web site to sell on the 
Web (you can use free/paid classi-
fied ads and e-mail, for example), a 
Web site a llows you to creatively 
express your business's image. It 's 
difficult to create an Image for your 
company with text onl y, although 
it's not impossible. If you are con-
cerned about the cost of setting up a 
site, you shouldn't be. Many com-
panies offer free or very inexpen-
sive ($9.95 a month) sites. You will 
need to be carefu l, however, since 
they may not offer as many design 
and configuration options as a cus-
tom site. 
A good banner ad is essential to 
brand building online. Banner ads 
give you a chance to make an 
impression on prospects without 
them actually having to visit your 
Web site. With banner ad effective-
ness dropping rapidly, they are still 
useful since a well-placed banner 
will often create a high level of 
awareness. Just showing your ban-
ner to people creates brand impact 
and name recognition. 
If you've been on the Net, you 
probably recall some of the banners 
you've seen most often. Given the 
importance of banners, you need to 
be smart about your banner design. 
This means you probably won't 
want to use those free banner ere- · 
ation services on the Net since they 
offer limited design options. 
Many independent Web design-
ers can create your banner for a 
small fee. 
Be sure your banner uses con-
sistent colors, graphics, and anima-
tion that sums up your business and 
matches your site. Include the key 
benefit you offer in clear, easy-to-
read letters. Don't focus on just 
getting click-throughs using tricks 
or other deceptive practices. A 
well-designed banner will create 
brand recognition and generate 
decent traffic at the same time. 
Don't forget about strategic linking, 
however, since it s till gets your 
name out in front of people. 
Distributing your banner (or 
link) on a limited budget is easy. 
You can use banner and link 
exchanges that allow you to trade 
impressions with other s ites for 
free. A good site to check for is 
http://www.markwelch . com/ban-
nerad. Many offer targe ted impres-
sions which is a key to success. 
You can also s tart your own associ-
ate (also called affiliate) program, 
using s ites such as http://www.affil-
iatezone. com/index4.htm, much 
like what has driven Amazon.com's 
brand. This allows other sites to 
display your banner or link and earn 
commissions on any sales generat-
ed. It's essentially getting other 
people to do your advertising for 
you and can get you lots of recogni-
tion fast. 
Another great way to build 
brand awareness is to approach 
high-traffic sites in your target mar-
ket about placing your banner on 
their site for a cut of the proceeds. 
This is essentially the same setup as 
the associate program arrangement, 
except you are approaching major 
sites directly that may not otherwise 
contact you. 
Your brand can also be 
enhanced through the types of com-
plementary products and services 
you offer at your site. A good 
example is found at 
http://www.nexchange.com, whjch 
is an expansion of the associate pro-
gram concept. This site allows you 
to add a neutral storefront to your 
site containing relevant products. 
This way, you keep visitors at your 
site by offering well-known prod-
ucts under your own brand. 
Becoming a "one stop shop" can be 
an effective branding mechanism. 
Not to be overlooked, using 
audio as part of your branding pro-
gram can be extremely beneficial 
and is becoming a more important 
element. The use of audio on the 
Web has risen, providing another 
creative avenue for brand in your 
off-line broadcast ads. As with 
visuals, consistency and relevance 
are important factors. 
Don't use audio just for the 
sake of using it; make it add to your 
brand image. You might use a con-
sistent tune or jingle in your mar-
keting, much like a symbol or mark. 
Use audio to create a unique image 
continued on page 43 
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Five Ways to Re-Recruit Your Employees 
Instead of hiring that high-dol-
lar hotshot, executive coach David 
Dotlich suggests taking a closer 
look at the home team. 
Picture this scenario. You're a 
VP in charge of a team of four man-
agers (let 's call them Bill, Alice, 
Thomas, and Katherine). Your CEO 
comes to you with exciting news: 
the company has just won a lucra-
tive new account. This client is 
very important, he asserts, and no 
expense should be spared in imple-
menting its projects. You have carte 
blanche in deciding how to handle 
it. Considering the fat budget, 
you're strongly tempted to go out 
and recruit the most impressive 
new manager money can buy. 
Is this the best approach? 
According to David Dotlich, execu-
tive coach and founding partner of 
CDR International, the answer is a 
resounding no. Before you join the 
"talent war'' so many of today's 
companies have bought into, try 
waging your own "performance 
war," by re-recruiting the people 
who serve you quietly and loyally 
every day. 
"The term 'talent war' is mis-
leading," says Dotlich. "It implies 
that only certain people-i.e., peo-
ple outside your company-are tal-
ented, and that you need to throw 
lots of money at them to get them 
on board. This approach is serious-
ly flawed. For one thing, it creates 
short-term incentives: your 'star' 
employee may leave the minute he 
gets a better offer. And it discour-
ages teamwork by making the rest 
of your staff feel inferior. 
"Think about our hypothetical 
management team," he adds. 
"When you bring on your 'big gun' 
and give him the plum assignments 
and the big corner office, Alice 
might feel unappreciated enough to 
quit. And Bill , Thomas and 
Katherine may not leave, but they 
will probably feel some resentment. 
Certainly, they won't be motivated 
to really 'give it their all,' because 
you've put all your trust in an out-
sider and none in them." 
Making the decision to re-
recruit your current employees rep-
resents a far more productive use of 
your time, energy and money, says 
Dotlich. It inspires teamwork and 
creates a strong company culture. It 
keeps your employees motivated 
by long-term incentives like job 
satisfaction, rather than short-term 
ones like money. And you may very 
well find that it transforms B- or C-
leve! players into A-level players. 
Here are a few ways you can re-
recruit your team: 
1. Solicit employee input on 
important projects. Your employees 
have some great ideas. Ask them-
and really listen to the answers! 
They will appreciate the fact that 
you respect their opinions and 
expertise. A good response to the 
earlier scenario would be to sit 
down and talk with your team 
before you even consider hiring an 
outsider. Who is more likely to 
· really understand the intricacies of 
your company: employees who've 
been with you for years, or some-
one an executive recruiter found? 
2. Implement an "action coach-
ing" program. Sometimes employ-
ees may feel frustrated and don't 
know why. A good business coach 
can often ferret out personality con-
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flicts, mcompatible values and 
other performance inhibitors, and 
help you and your employees 
resolve these issues. Dotlich 's 
book, "Action Coaching"-written 
in conjunction with Peter Cairo-
describes a type of coaching that 
goe far beyond the standard 
coaching for self-awareness. 
"We view coaching as a flexi-
ble strategy for dealing with a wide 
range of individual and organiza-
tional issues," the authors explain. 
"Creating individual self-aware-
ness is only a beginning step, not an 
end in itself! Whether we're work-
ing with a top executive who needs 
to develop new areas of expertise, 
or a high-potential manager who 
has a flaw that is decreasing his 
effectiveness, we frequently move 
people beyond self-awareness to 
doing things. We coach to facilitate 
individual development and to link 
that development to the achieve-
ment of group/company goals." 
3. Discover what makes 
employees want to succeed. Action 
coaching delves into the three pat-
terns of motivation: achievement (a 
desire to reach challenging goals); 
power control (a desire to shape 
others and have an impact on other 
people and the environment), and 
affiliation (a need to be liked and to 
achieve satisfaction by being in 
relationships with other people). 
To discover this motivation, 
look for clues in an employee's per-
sonal life: if he belongs to a lot of 
clubs it may be affiliation; if his 
goal is to climb the tallest mountain 
on each of seven continents, it 's 
probably achievement. Or ask him 
what he wants to accomplish in the 
organization and, more important, 
why he wants that. 
"Contrary to what many people 
might believe, it's difficult if not 
impossible, to change a person's 
motivation," the authors declare. 
"If someone is intrinsically moti-
vated by power, you can't appeal to 
his sense of loyalty to the company 
or sense of solidarity with the team. 
What you can do is discover that 
he's motivated by power and link 
that to a larger goal." 
4. Foster emotional commit-
ment by adopting their point of 
view. "Too often we see managers 
who are only successful in getting 
others to do what they want," write 
Dotlich and Cairo in "Action 
Coaching." "People want to please 
their bosses, so they forsake their 
own point of view. As a result, 
there's no emotional commitment 
or energy; work might get done, but 
it doesn't get done well or with 
much creativity. Good coaches 
make an effort to understand anoth-
er person 's frame of reference. 
They appreciate the unique motiva-
tions, perceptions and talents of 
individuals, and they respect differ-
ences between themselves and oth-
ers." 
continued on page 43 . 
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by Robert James Skousen, Esq. 
Business transactions via the 
Internet have invoked some recent 
controversy. With more and more 
contracts being completed elec-
tronically, the legality and the reli-
ability of these transactions have 
become hot topics for debate 
among those involved in electronic 
commerce. 
In response to the tremendous 
growth of Internet business, on 
June 30, 2000, President Clinton 
signed the Electronic Signatures 
Global and National Commerce 
Act or "E-SIGN" legislation. 
Today in the U.S. there are approx-
imately 17 million households 
online and that number is expected 
to triple by 2004. In 1999, revenue 
generated from the Internet 
increased a staggering 62 percent 
and totaled $524 billion. Experts 
believe that this total will reach 
E-Sign Legislation and You 
$850 billion by the end of 2000 and 
an overwhelming $1.6 trillion by 
2003. 
The Threat to E-Business 
Historically, a law called the 
"statute of frauds" required that 
certain transactions be in writing. 
Some form of the statute of frauds 
is in force today in most states. 
Because of the requirement that 
certain contracts must be in writ-
ing, the writing requirement posed 
a threat to E-business. 
In general, the statute of frauds 
requires a writing for the following 
types of contracts: (1) contracts 
that by their own terms could not 
be performed within a year of the 
time of execu tion; (2) contracts to 
answer for a debt of another, i.e., 
guarantees; (3) agreements to lease 
property for more than one year; 
( 4) agreements for the sale of real 
property; (5) agreement to author-
ize or employ an agent or broker to 
purchase or sell real estate; (5) 
contracts to lease real estate for a 
period longer than one year; (6) 
commitments to loan money or 
grant and extend credit in an 
amount greater than $100,000; (7) 
an agreement by a purchaser of real 
property to pay a debt secured by a 
mortgage or deed of trust upon the 
property purchased, and (8) finally, 
any type of agreement that by its 
own terms would not be performed 
during the lifetime of the person 
making that agreement. 
Although some scholars had 
theorized that a writing sufficient 
to sat isfy the statute of frauds 
could be created online by an elec-
tronic message that contained the 
person's name typed at the bottom, 
not all experts agreed with this 
assessment. The uncertainty 
whether an electronic signature 
would constitute a binding contract 
meant online lenders, brokers, and 
insurers could not be certain 
whether electronic signatures 
would be binding. 
E-Sign Legislation 
The absence of a uniformed, 
legal enforcement mechanism for 
signatures and records had become 
a threat to restrain a booming area 
of e-commerce that is taking place 
over the Internet. Congress saw 
that uniformity and a general over-
all framework for enforcement for 
contracts was necessary and 
accordingly enacted the E-SIGN 
legislation. Congress believed that 
by passing E-SIGN legislation, 
certain transactions such as: buy-
ing insurance; getting a mortgage, 
and opening an online brokerage 
account, would be facilitated and 
not impeded by the prohibitions 
contained in the statute of frauds. 
Specifically the E-SIGN legis-
lation permits transactions to take 
continued on page 43 
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EMPLOYERS GROUP 
A Primer on Employee Handbooks 
by R1ck Gilbert, Employers Group 
regional manager, Northern 
California office and Anne Teunis, 
Employers Group staff consultant, 
Orange County office 
A good employee handbook is a 
valuable document for any employ-
er. A well-written one communi-
cates official rules and explains 
policies, benefits and other impor-
tant information in an easy-to-fol-
low, readable format. When there i~ 
a question or doubt about a proce-
dure, a handbook is a qUick and 
accurate resource for employees, 
their managers and ~upervisors. 
On the other hand, a poorly 
written handbook, or one that is 
outdated or incomplete, can become 
an employer's worst nightmare. It 
can even leave your company open 
to potential lawsuits. Some employ-
ers believe it's better not to have 
written policies, thinking when in 
writmg their flexibility is limited 
when it comes to managing 
employees. 
On the surface this may appear 
true, but consider what it means 
when you don't have written poli-
cies. The odds are greater that your 
employee will experience incon-
sistent treatment. Supervi ors are 
more likely to make off-the-cuff 
decisions that may not always be 
fair. Unequal treatment often leads 
to morale problems, discrimination 
complaints, and increases the 
chances of losing valued employ-
ees. 
Thi article addresses the issues 
related to writing, editing and revis-
mg employee handbooks and poli-
cies. Fir t, we will explore the 
essential element of a well-written 
handbook; then we will look at how 
to integrate your company's corpo-
rate culture into the policies; and 
third, we will review your rights to 
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update and revise policies. 
The essential · elements 
Purpose of a handbook 
When writing a handbook or 
policy, it's critical to be clear about 
your purpose for doing so, which 
will also affect how your employees 
interpret the document. Is your pur-
pose to be in compliance with cur-
rent law ? Or is it to have a practi-
cal guide for communicating with 
employees? We often write a poli-
cy to conform to a legal require· 
ment or ensure that 1t will be legal-
ly defensible. Unfortunately, many 
such documents miss the mark 
when it comes to communicating 
and building a positive relationship 
with employees. 
Creating a handbook that is 
both a great communications tool 
and legally defensible is a true art. 
Depending upon the size of your 
company and the nature/purpose of 
your business environment, you 
may want to consider having both a 
formal Policies and Procedures 
Guide and a less formal employee 
handbook. 
Compliance requirements 
If you write a handbook, it is 
essential to comply with the law. 
There are federal and state laws 
requiring employers to develop and 
disseminate written policies to 
employees. For example, federal 
law requires that employers with 50 
or more employees include in their 
handbooks a written policy state-
ment on employees' rights to 
Family and Medical Leave 
(FMLA). Employees must also 
receive wrillen notice of their rights 
to continue their group health insur-
ance (COBRA) at their own 
expense upon the occurrence of a 
qualifying event. Severance plans 
are required to be in writing and 
distributed to plan participants 
(ERISA). With compliance comes 
a tendency to formalize the lan-
guage of a policy. 
Recommended Policies 
There are myriad policies that 
can be addressed in a handbook. 
The following are the most impor-
tant factors to consider: 
Policy Against Harassment -
With claims of sexual harassment 
on the rise, employees need to 
continued on page 44 
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Cancer Patients Treated with Proton Therapy Celebrate 
Life at lOth Anniversary of Proton Treatment Center 
The world's first hospital-ba ed 
proton treatment center for cancer 
and other di eases celebrate its lOth 
anniversary on Nov. 12, at Lorna 
Linda University Medical Center 
(LLUMC). 
Over the past decade, proton 
therapy has proven its mitial prom-
i e of treatment to tumor and other 
autotomic sites with fewer adverse 
patient s ide effect than: surgery, 
radiation laser, and radioisotope 
(seed) implants . Nearly 6,000 
patients from across the nation have 
benefited from successful treatment 
of more than 20 different types of 
cancers, as well as treatments for 
age-related macular degeneration. 
believed that with proton treatment 
we could take the fear out of the 
treatment, and in ure that the cure 
was not as frightening a the di -
ea e itself. The proton modality 
allows us to fulfill the commitment 
of all physicians, 'to do no harm,' 
while as uring a healthful life and 
lifestyle for our patients." 
As a reflection of the success of 
proton treatment, a second center 
for this procedure is scheduled to 
open in the spring of 2001, as part 
of a joint project between Harvard 
University and Massachusetts 
General Hospital in Boston. 
A little more than 10 years ago, 
many in the medical community 
questioned the vision that physi-
cists and medical scientists had had 
for more than 40 years: that inside a 
space-age hospital center, a team of 
physicians could activate a small 
accelerator and fire off whirling 
protons at the speed of light through 
a device that looks like a giant 
three-story-high Ferris wheel and 
into the body of a cancer patient. 
Less than a second later, the proton 
beam kills cells in a cancerous 
tumor, leaving nearby healthy cells 
and organs virtually untouched. 
"Today, the breakthrough in 
medical care provided by proton 
treatment of children and adults 
suffering from cancer seems a natu-
ral and logical step in blending high 
technology with patient care, says 
B. Lyn Behrens, MBBS, president 
and chief executive officer of 
LLUMC. 
" But when Lorna Linda 
University and Medical Center first 
committed to build the world's first 
hospital-based proton center, the 
rationale for this enormous effort 
was more fundamental ; that is, we 
A little more than 10 years 
later, this vision, and the proton 
beam accelerator that fights tumors 
with little or no side effects, is no 
longer considered questionable . 
Clinically, proton beam therapy has 
proven itself over and over again in 
the past decade to be a major break-
through in the overall war on can-
cer-especially for men with 
prostate cancer, who account for 
nearly 50 percent of the treatments. 
For men with prostate cancer, 
proton therapy is a sophisticated 
form of therapy that highly targets 
proton radiation, where the protons 
are "shaped" into a beam to match 
the shape of the tumor to eliminate 
damage of surrounding tissue. The 
process, called "bloodless surgery" 
by many former patients, has an 
extremely precise delivery of a can-
cer eradicating proton beam which 
has virtually no dangerous side 
effects to healthy tissue or organs. 
The ability to spare healthy tissue 
and organs is a major lifestyle 
enhancement for patients requiring 
prostate treatment. 
For men and women, in the 10 
years since the world's first hospi-
tal-based proton facility at Lorna 
Linda became operational, patients 
have received proton treatment for 
tumors of the brain and spinal cord, 
base of the skull, eye, head and 
neck, chest and abdomen, pelvis, 
hepato-cellular carcinoma-also 
known as hepatoma-and metastat-
ic and primary tumor of the liver. 
Children from throughout the 
United States and numerous foreign 
countries have also been success-
fully treated for pediatric cancer , 
including: brain tumors; spinal cord 
tumors; orbital and ocular tumors; 
sarcomas of the base of the skull ; 
sarcomas in the spine, and abdomi-
nal malignancies. 
Next year, Lorna Linda 
University physicians will begin 
treating patient with breast cancer 
with proton therapy, using an inno-
vative proton scanning technology. 
Thi proton enhancement will 
allow the beam to literally be paint-
ed across a tumor site, in a top-
start manner, delivering the neces-
sary beam level to a precise pattern 
within a large area or volume. 
Women with breast cancer will 
immediately benefit from this new, 
non-invasive, and non-destructive 
option of treatment, as well as those 
afflicted with lung cancer. 
Exactly a decade ago, director 
of the Proton Treatment Center, 
James M. Slater, MD, FACR, said: 
"With cancer afflicting about 25 
percent of all Americans, this new 
cancer treatment modality holds 
promise, hope, and proven results 
for eliminating the fear and reduc-
ing the hopelessness of many of 
these patients and their families. 
LLUMC anticipates treating 
patients from around the nation and 
the world." 
During the past I 0 years, near-
ly 6,000 people from nearly every 
tate in the United States, and from 
more than 25 countries, have been 
treated with proton beam therapy. 
On Nov. 12, thousands of invit-
ed cancer patients previously treat-
ed with proton therapy at LLUMC, 
were honored as " heroes" and 
attended a reunion with their physi-
cians for a "celebration of life" at 
the Southern California medical 
center on the lOth anniversary of 
the Proton Treatment Center. 
In 1988, the U.S. Food and 
Drug Administration approved pro-
ton therapy as a cancer treatment so 
that patients treated at Lorna Linda 
would qualify for reimbursement 
by Medicare and third-party payers. 
The Proton Treatment Center at 
LLUMC currently treats about 100 
patients daily using three moveable 
gantry beams and a fourth station-
ary beam. 
To learn more about proton thera-
py, call (800) PROTONS (776-
8667) or log onto <www. proton. 
llu.edu/>. 
MedUnite Unveils Plans for National 
Healthcare Network with Blue Chip 
Health Plan Technology Alliances 
MedUnite Inc. has formally · 
announced its plans to provide a 
real-time transaction system that 
will enable physicians, other 
healthcare providers and insurers 
to use a standardized approach to 
send and receive eligibility and 
benefits verification, claim sub-
mission, claim status, referrals and 
authorizations us ing Internet tech-
nology. Founding investors 
include some of the nations' lead-
ing healthcare insurers: Aetna, 
Anthem, Health Net Inc., Oxford, 
PacifiCare and WellPoint Health 
Networks. 
Leading technology providers 
serving as MedUnite 's technology 
team include: Computer Sciences 
Corporation (NYSE:CSC), 
Deloitte Consulting, Sun 
Microsystems Inc. 
(Nasdq:SUNW) and XCare.net 
Inc. (Nasdaq" XCAR). Dave Cox, 
52, formerly executive vice presi-
dent and a director of Science 
Applications International 
Corporation (SAIC), has been 
named the San Diego-based firm 's 
president and chief executive offi-
cer. 
MedUnite has spend the last 
several months bringing together 
top caliber resources. Equally if 
not more important, it has started 
an ongoing process of working 
continued on page 20 
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Fighting Cancer With Prevention for You and Your Family 
-Information Provided by Inter 
Valley Health Plan-
These days it is common 
knowledge that it's important to get 
yourself checked for various forms 
of cancer. Despite the universal fear 
of cancer, however, there are many 
who refuse to conduct self-checks, 
let alone visit their doctors for rou-
tine physicals. As health care pro-
fessionals, we work daily to fight 
the stigma and fear surrounding 
cancer, that often prevents individ-
uals from working to detect signs of 
cancer in their own bodies. It seems 
appropriate to tout the importance 
of prevention for breast cancer and 
the many other forms of the dis-
ease. 
It is important to note what is 
perhaps the number one way to beat 
cancer: early detection and preven-
tion. The bottom line is this- early 
detection greatly improves your 
chances of surv1vmg cancer. 
Prevention can help you and your 
family avoid cancer. 
Not only does it increase the 
effectiveness of traditional radia-
tion and chemotherapies, but early 
detection also allows health profes-
sionals to treat cancer before it 
spreads or "metastasizes" or 
spreads rapidly throughout the 
body. 
Studies show that metastasis is 
the process that makes cancer so 
deadly. According to the federal 
government's National Cancer 
Institute, when breast cancer 
remains localized and does not 
spread, five-year survival rates for 
patients are much higher. But when 
breast cancer cells metastasize to 
other parts of the body, the chance 
Jor survival is much less. 
Today, there are a number of 
diagnostic tests that your physician 
or health care provider can use to 
detect cancer early in its develop-
ment, including: mammography, 
Pap tests, blood tests to detect 
prostate cancer, and physical exam-
inations of the skin, colon, rectum, 
and testicles. Be sure to ask your 
doctor which examinations and lab-
oratory tests are right for you. If 
you are a smoker, for example, you 
may be a candidate for lung cancer. 
It is important to have a chest x-ray 
taken periodically. 
In addition, there are a number 
of simple things that you can do to 
help detect cancer, such as monthly 
breast self-exams for women and 
testicular self-exams for men. Ask 
your physician if you fall into a 
high-risk group for any forms of 
cancer and how you can check your-
self for symptoms of the disease. 
Of course, receiving a clean bill 
of health from your physician is 
only half the battle. The best 
offense against cancer is a good 
defense, meaning that it is also 
essential to maintain a healthy 
lifestyle which includes implement-
ing the practical cancer-preventing 
tips listed below. 
CANCER PREVENTION TIPS 
Fifty percent of all cancers can 
be prevented by things you can do. 
With the number one cancer pre-
vention tip (regular self-checks and 
checkups for the purpose of early 
detection) having been described 
above, key cancer prevention meth-
ods are outlined below. 
If you and your family are not 
doing all of the following already, it 
may be wise to start slowly. Choose 
one or two and then move on to the 
others. Also, make cancer preven-
tion a team effort!! Work with your 
family on the following tips. 
Teaching your children healthy liv-
ing habits now can help them avoid 
cancer later. 
Maintain a healthy weight for 
you and your family 
• If you're overweight, lose weight. 
If you're already at a healthy 
weight, maintain it. Maintaining a 
healthy weight lowers the risk of 
cancers of the colon, rectum, 
uterus, and breast. 
Tip for maintaining a healthy 
weight: 
• Balance the amount of food you 
eat with the amount of energy you 
use. 
Tips for parents: 
• Teach your children good eating 
habits, now! 
• Limit the amount of time your 
children sit around the house. 
• Encourage healthy snacking on 
fruits and vegetables. 
Get at least 30 minutes of physi-
cal activity every day 
• Being physically active lowers the 
risk of colon cancer and may lower 
the risk of breast cancer. 
Physical activity tips: 
• A lot of things count as physical 
activity, maybe even your job if you 
are active at work. Try walking, 
jogging, or dancing - whatever 
you enjoy! 
• Any amount of physical activity is 
better than none. 
Tips for parents: 
• Do physically active things with 
your kids on a regular basis, begin-
ning when they are very young. 
• Encourage children to play ouf-. 
side and participate in organized 
sports or other physical activities 
like dancing or aerobics. 
DON'T SMOKE ! 
• If you already smoke, quit for 
good as soon as you can. Tobacco 
use (including cigarettes, pipes, 
cigars, and chewing tobacco) is 
linked to cancers of the lung, throat, 
pancreas, kidney, bladder, cervix, 
prostate, colon, and rectum. 
Tips for quitting smoking: 
• Keep trying! Quitting is tough, but 
not impossible. More than 1,000 
Am~ricans stop for good every day. 
• Talk to a health care provider for 
help. 
• Join a quit-smoking program 
• Talk to the human resource office 
where you work. Your employer 
may offer quit-smoking programs 
for employees. 
Tips for parents and grandpar-
ents: 
• Try to quit as soon as possible. If 
you smoke, your children will also 
be more likely to smoke. Set an 
example! 
• Don' t smoke in the house or car. If 
kids breathe in your smoke, they 
may have a higher risk of breathing 
problems and lung cancer. 
• When appropriate, talk to your 
kids about the dangers of smoking 
and chewing tobacco. 
Eat a healthy diet 
A healthy diet lowers the risk of 
cancers of the prostate, breast, lung, 
colon, rectum, stomach and pan-
creas. 
Tips for eating a healthy diet: 
• Make fruits and vegetables a part 
of every meal. Put fruit on your 
cereal. Eat vegetables as a snack. 
• Choose chicken, fish, or beans, 
instead of red meat. The less red 
meat, the better. 
• Choose foods like pasta, brown 
rice, and whole wheat bread. 
Tips for parents and grandpar-
ents: 
• Have a bowl of fruit out all the 
time for children to snack on. 
• When eating at fast-food restau-
rants, encourage children to choose 
broiled chicken sandwiches rather 
than burgers. 
• Make sandwiches using whole 
wheat bread. 
Drink less than one alcoholic 
drink per day 
• One drink is a glass of wine, a bot-
tle of beer, or a shot of hard liquor. 
Limiting alcohol lowers the risk of 
cancers of the breast, colon, rectum, 
mouth, throat and esophagus. 
Tips for drinking less alcohol: 
• Choose non-alcoholic beverages 
at meals and parties. 
• Avoid occasions centered around 
alcohol. 
• Talk to a health care professional 
if you feel you have trouble limiting 
alcohol. 
Tips for parents and grandpar-
ents: 
• Avoid making alcohol an essential 
part of family gatherings. 
• When appropriate, discuss the 
dangers of drug and alcohol abuse 
with children. 
• A health care professional or 
school counselor can help. 
• Protect yourself from the sun; 
sunlight is linked directly to skin 
cancer. 
Tips for protecting yourself from 
the sun: 
• Stay out of direct sunlight 
between 10 a.m. and 4 p.m. (peak 
burning hours). It's the best way to 
protect yourself. 
• Use hats, shirts, and SPF 15 sun-
continued on page 20 
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DWC Proposes Changes to Inpatient Hospital Fee Schedule 
The California Workers' 
Compensation Institute testified at 
public hearings that changes pro-
posed by the Division of Workers' 
Compensation (DWC) to the 
Inpatient Hospital Fee Schedule 
would add an estimated $433 mil-
lion to $593 million in new med-
ical co~t~ to the state's worker~' 
compensation y~tem by 2004. 
DWC propo~ed the regulatory 
change~ after ~orne ho~pitals com-
plained that payme nts under the 
schedule implemented la~t year 
don't cover their co~ts, and a~sert­
ed that the shortfall could lead to 
fewer beds for injured workers. 
The proposed regulations would 
define .. cost outlier" cases, 
exempting any bill from the fee 
schedule when the charges are at 
least five times greater than the 
ho~pita\ wo~ld be entitled to under 
the schedule - a change that 
DWC estimates would exempt 21 
percent to 32 percent of all hospi-
tal charges. 
In addi tion, DWC proposes 
allowing new, separate fee~ for 
surgically implanted hardware and 
instrumentation used in back and 
-neck fusions . These are among the 
most expensive hospital charges, 
but the current schedule controls 
the cost~ by bundling them into 
the billing codes for the global 
surgical procedures. 
The institute testified at a pub-
li c hearing in San Francisco that 
DWC ts attempting thi~ quick fix 
to the schedule solely on the basi~ 
of anecdotal evidence and without 
an accurate assessment of the need 
or the cost. The m~titute presented 
an analysis with projections 
derived from DWC's own data, 
showing the changes would add 
$158 million to $204 million in 
inpatient hospital costs next year 
-and that 's just the beginning. 
After accounting for medical 
inflation and expected cost 
increases that would result from 
adoption of a charge-based reim-
bursement formula for the outlier 
and surgical equipment (similar to 
a discarded formula that drove up 
medical-legal costs in the 1980s), 
CWCI estimates that the changes 
would add $443 million to $593 
million in new inpatient hospital 
cost~ by 2004. The cumulative 
impact over the next four years 
would he an additional $1.3 to 
$1.8 billion. 
Unlike other regulatory 
changes, this particular action is 
not subject to administrative 
review due to a legal loophole, 
which allows the state to make 
changes affecting rates and tariffs 
without an evaluation by the office 
For more information : "'"" ·t hetollroad~ .com 1-800-378-TRAK rS"H) 
TW:ENTY- T"\\' 0 MINU'l'ES AGO 
THEY "\\'AN'l'I..:D TO KNO"\\' 
"\\'HAT YOC 'l'HOUGHT. 
,. ... ,,, )i .... ,,., 
of administrative law. As a result, 
the regulatory changes could take 
effect as soon as they are filed 
with the secretary of stat e, but the 
institute cautioned against imme-
diate implementation, citing the 
need for payors to provide staff 
trai ning and make necessary 
changes in their computer pro-
grams. 
\Vhcn it comes to l>usiness. 
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I N THE INTEREST OF WOMEN 
by Jonnetta Chambers 
Success is in the air and contin-
ues to penetrate the heart and econ-
omy of the Inland Empire. Traci 
Gilmore, general manager of 
Standard Corporation in Ontario, 
brings ambition, vision, and a histo-
ry of extraordinary achievements 
with her from the Midwest. 
Gilmore has accomplished what 
many women (and men) only 
dream about, but few dare to try. 
Only 33 years young, Gilmore 
has traveled the fast-path in corpo-
rate America-using good business 
ethics, vital relationship-building 
strategies, sound decision-making, 
and simple team-building tactics. 
When a five-year colleague of 
Gilmore 's, Angela Bundrick, a for-
mer facility manager for Standard 
Corporation, was asked to describe 
what it is like to work with her, she 
asserted, "Traci cares about people. 
She has a strong will to succeed; is 
self-motivated and goal-oriented. 
Her honesty, high-work ethic and 
expectation of others to emulate 
this is what (I believe) has gotten 
her where she is today." 
Gilmore's success pattern 
began prior to her reign in corpo-
rate America. She earned a softball 
scholarship in high school, which 
guaranteed her admission and pre-
paid tuition at the University of 
Iowa, where she graduated with a 
bachelor of arts with an emphasis in 
economics. 
Fresh out of college, Gilmore 
worked for Swift Transportation 
(formerly DTI) for more than five 
years. There she honed her expert-
ise as the first female operations 
manager in the history of the com-
pany. Her leverage of expertise, 
power and business savvy made her 
the "point woman" who traveled 
extensively serving in capacities of 
change agent and acquisition nego-
tiator. 
An example of Gilmore's 
strength and ability to face chal-
lenge is when she took over a facil-
ity and her entire team (predomi-
nantly people who were not willing 
to change or take orders from a 
woman -did I say-men?) walked 
This Woman is a Success! 
out on her. Gilmore smiled, picked 
up the telephone, and worked with 
the company to bring in support 
staff from other facilities until she 
replaced all the previous team 
members who had deserted. 
Eventually, Gilmore returned to 
her corporate office and realized a 
culture clash existed-she had 
changed and grown, and just did 
not "fit" anymore. Just in time, a 
headhunter recruited her for the 
director of transportation at 
Standard Corporation (www.stan-
dardcorp.com), a complete logistics 
company offering public and pri-
vate warehousing solutions. In this 
capacity, Gilmore was positioned 
(again) as the "point woman" and 
led the business' reorganization for 
approximately two years. 
Then, Gilmore desired a 
change. She wanted to further 
develop her business skills and 
competencies in the area of distri-
bution operations. So she made a 
lateral move to operations manager 
of distribution. In this role, she 
facilitated total quality training, and 
operations start-ups and reorganiza-
tions for distribution and logistics. 
Gilmore's colleague, Bundrick, 
recalling her support on a start-up 
professes, "Traci gets it right the 
first time and won't bend the rules 
to do a good job. When she helped 
me start a facility in Greenbull, S. 
C., we worked side-by-side. Traci's 
organization, attention to detail,· 
drive to succeed, communication, 
and courage to make things happen 
are what made the start-up a suc-
cessful one." 
Working diligently and smart, 
Gilmore crafted her skills and com-
petencies, and secured Standard 
Corporation the largest private dis-
tribution contract in the Midwest 
region. Gilmore attributes this suc-
cess to her personal belief that 
building and securing genuine 
client relationships is vital, and the 
key to understanding and exceeding 
their needs. She continues to capi-
talize on this vision. 
Most important, Gilmore does 
not take sole credit for the success-
es she has achieved. She takes pride 
in the latitude extended to her by 
Standard Corporation, and the team 
members with whom she has 
worked. Without them she knows 
she could not have made the diffe(-
ence she has made. 
ues her parents gave her, and how 
they lived their lives. Her parents 
divorced when she was five years 
old. She recalls her single mom 
working her way up to executive 
management, without any formal 
education or college. Following in 
her mom's footsteps, Gilmore 
believes the world is open to her to 
do whatever she wants to do in 
life. 
Gilmore also considers it a pri-
ority to mentor team members, and 
she encourages them to develop 
themselves to succeed her, as well 
as gain other management positions 
within the company. One of her 
previous employees, Candler 
Lowder, describes Gilmore as the 
Her advice to other women 
(and men) is to first get past obsta-
Traci Gilmore 
"best boss she ever had," and says 
she owes her promotion from cus-
tomer service to her current posi-
tion, operations manager, and 
industry expertise to Gilmore, who 
took the time to mentor and groom 
her. Lowder contends, "I still call 
Traci for advice, because she has 
integrity, is thorough, and is an 
excellent motivator." 
Clearly, Gilmore was ready 
when she was offered the opportu-
nity to relocate to Southern 
California and start up Standarc! 
Corporation's first integrated logis-
tics distribution in the West Coast 
region. When asked how she felt 
about relocating and making a 
name for Standard Corporation on 
the West Coast, Gilmore contended, 
"It immediately felt right! I have 
faith in the company and the sup-
port I will continue to receive. I am 
very excited about the start-up and 
growth." 
Gilmore feels she is at a good 
place in her life. She attributes her 
repeated success to the family val-
des. Gilmore describes herself as 
"a single, white female who is over-
weight and a Northern Yankee," 
and refuses to be stigmatized or 
labeled as not acceptable or worthy. 
She encourages other women (and 
men) to accept who they are, and 
others will too, and refrain from 
creating obstacles for themselves. 
"The people you really want to deal 
with will not stigmatize you any-
way," says Gilmore. 
"The world is what you make 
it," she continues, "so set goals and 
strive for what you want to 
achieve!" Gilmore's future aspira-
tions include maintaining balance 
in her personal and professional 
life; engaging in ongoing success as 
a part of Standard Corporation by 
earning a position as vice president 
within the next five to 10 years, and 
remaining an intricate part of the 
development of new partnerships, 
ventures, and business visions for 
Standard Corporation. Based on her 
success pattern, to date, she is sure 
to do it! 
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MedUnite . .. 
continued from page 16 
with the physician community to 
ensu_re that when MedUnite rolls 
this system out nationwide, the 
healthcare industry will take 
advantage of it. The new firm will 
leverage today's Internet technolo-
gy and connect all physicians and 
insurers so they can communicate 
easily, accurately and inexpensive-
ly with their existing systems. 
"Handling healthcare business 
transactions will be as easy as 
using an automated teller machine 
(TM)," Cox said. 
MedUnite has three strong 
advantages, according to its chief 
executive. The first is a deliberate-
ly narrow focus on healthcare busi-
ness transactions. Those transac-
tions have about a $250 billion 
share of a $1.2 trillion industry that 
desperately needs an information 
technology solution. "No one-
insurers, physicians or patients-
benefits from spending that kind of 
money on paperwork," Cox said. 
The second advantage is 
MedUnite's combined expertise in 
healthcare administration and 
healthcare information technology. 
"Who better than our founding 
investors in the insurance industry 
to know the demands of the trans-
actional system they helped to 
build, and therefore how we can 
automate the system while main-
taining its integrity?" Cox said. 
Physician advisory group partners 
bring insights as to where that sys-
tem can most benefit from simplifi-
cation. The technology team 
brings the expertise and experience 
Fighting Cancer ... 
continued from page 17 
screens or higher. 
• Avoid getting sunburned. 
• Do not use sun lamps or tanning 
booths. 
Tips for parents and grandpar-
ents: 
• Make sure children are properly 
protected from the sun with hats, 
long-sleeved shirts, and SPF 15 
sunscreens or higher. Serious skin 
cancer is caused by sunburns in 
childhood. 
needed to implement this system in 
the most cost-effective way. 
MedUnite 's third advantage is 
that it will provide physicians with 
a standard, easy to use method for 
transacting business with the 
majority of insurance plans that 
they have to deal with, which will 
result in faster reimbursement for 
claims and instant approvals on eli-
gibility and authorizations for serv-
ice. 
Commenting on the MedUnite 
announcement, David Nash, MD, 
director of health policy at 
Jefferson University Hospital in 
Philadelphia and consulting editor 
of Medical Economics, said, 
"Clearly this is an historic effort at 
cooperation among health insurers. 
The concept indeed would move us 
in the right direction, with the right 
technology. J>hysicians no doubt 
will be watching closely to assess 
the success of its roll out, and the 
relevance and value of its services 
to their medical practices. 
Emphasizing the importance of 
broad-based appeal, Cox said, "We 
have talked to many physicians and 
insurers around the country and 
have gotten a very clear signal 
about what needs to happen for us 
to transform healthcare by beco.m-
ing its ATM system for business 
transactions. The MedUnite solu-
tion will be universal-the people 
need to communicate with will 
have access-and the technology 
will make the system simpler, more 
efficient and more cost-effective." 
During the Reagan administra-
tion, Mr. Cox served in three senior 
executive government positions. 
From 1986 to 1988, he was the 
associate deputy administrator of 
Take control of your health, 
and improve the health of your 
family by following these recom-
mendations. Doing so will help you 
and your family lower the risk not 
only for cancer but also for heart 
disease, stroke, and diabetes. 
• Be an example for your children 
to follow. 
Information for this article was 
provided by Inter Valley Health 
Plan, a federally qualified, non-
profit Health Maintenance 
Organization (HMO) which has 
served Southern California for 20 
years. For more information on 
Inter Valley Health Plan, call 
909/623-6333. 
the U.S. Veterans Administration. 
In this position, he directed the 
nationwide information systems, 
management improvement, pro-
gram analysis and evaluation activ-
ities for the $28 billion federal 
agency that operates the largest 
system of hospitals and outpatient 
clinics in the United States. Prior 
to his appointment to the Veterans 
Administration, he was the admin-
istrator for management services at 
the U.S. Department of Education. 
From 1980 to 1985, he was the 
assistant director of the Selective 
Service System and was responsi-
ble for finance, personnel, infor-
mation systems, and administra-
tion. During his government serv-
ice he also served on the 
President 's Council for 
Management Improvement for the 
U.S. Government as a member of 
the Executive Committee and as 
the chairman of the Systems 
Committee. 
From 1975 to 1980, Mr. Cox 
was director of the Advance 
Administrative Systems Group for 
Coopers and Lybrand an interna-
tional public accounting and con-
sulting firm. He began his busi-
ness career with IBM in 1970 as a 
marketing representative. 
Mr. Cox is a 1970 graduate of 
Virginia Polytechnic Institute with 
a B.S. in marketing and a 1984 
graduate program for Senior 
Managers in Government at 
Harvard University. 
Computer Sciences Corporation 
(CSC) 
CSC's Healthcare Group is an 
tncoroorattJ Now 
You can now incorporate in any 
state, including name reservation, 
by phone, fax, or Internet. Think 
of it. In less than 7 minutes, your 
small business can be en joying 
big business benefits. Call now. 
50 State Incorporations 
• Complete Services 
• Low-Cost Guarantee 
• Guaranteed Workmanship 




industry leader in the strategic use 
of management services and infor-
mation technology (IT) to achieve 
business results for payers, 
providers and life sciences organi-
zations. 
Computer Sciences 
Corporation, one of the world's 
leading consulting and information 
technology services firms, helps 
clients in industry and government 
achieve strategic and operational 
objectives through the use of tech-
nology. Having guided clients 
through every major wave of 
· change in information technology 
(IT) for more than 40 years, CSC 
today is well positioned to develop 
and apply IT strategies and tech-
nologies, particularly in the e-busi-
ness area. CSC's capabilities span 
a full range of technology disci-
plines, including management and 
IT consulting, systems design and 
integration applications software, 
Web and application hosting, and 
IT and business process outsourc-
ing. 
With more than 61,000 
employees in locations worldwide, 
CSC is headquartered in El 
Segundo. For more information, 
visit the company's Web site at 
www.csc.com. 
Deloitte Consulting 
The Deloitte Consulting 
Health Care Practice comprises 
more than 1,000 professionals who 
provide a broad range of manage-
ment consulting services to all seg-
ments of the industry. Deloitte 
continued on page 37 
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Self-employed? 
You pay a 15.3% tax. 
INCORPORATED? 
You can pay ZERO ... 
Make over $50,000? 
You've hit the 28% 
bracket. 
INCORPORATED? 
Pay only 15% ... 
CountthtJ savings! 
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Inla~d Empire Health Plan (IEHP) Earns NCQA "Commendable Accreditation" 
The nation's premier quality 
monitoring organization for HMOs 
has awarded IEHP a "Commendable 
Accreditation." 
The National Committee for 
Quality Assurance (NCQA), an inde-
pendent, non-profit organization that 
reviews the quality and medical 
management systems of managed 
care organizations, awarded IEHP 
the "Commendable Accreditation." 
"It is extremely gratifying to see 
that our commitment to deliver qual-
ity health care to our members has 
resulted in a high level of accredita-
tion from NCQA," said Richard 
Bruno, CEO of IEHP. "All of our 
team members, participating physi-
cians and hospitals can point with 
great pride to this recognition." 
While NCQA accreditation does 
not constitute an endorsement, many 
health care industry experts agree 
that it is the best external, objective 
standard for determining and com-
paring the quality of HMOs. 
Does a 401 (I<J 
plan mal<e sense 
for your business? 
A Sentry 40 l(k) plan 
can help you and your 
employees achieve a 
comfortable retirement. 
Call Sentry Insurance 
for a no-cost, no-obliga-
tion 401 (k) proposal. 
Joe Gozzo 
2401 E. Katella Ave., #325 
Anaheim, CA 92806 
(800) 841-2417 




In order to obtain 
"Commendable Accreditation," a 
plan must demonstrate that it has 
clinical and service programs that 
meet or exceed NCQA standards in 
the following areas: preventive 
health services, quality improve-
ment, utilization management, med-
ical records, members' rights and 
responsibilities, and physician cre-
dentialing. 
NCQA has purposely set its 
demanding standards very high to 
encourage health plans to continu-
ously enhance the quality of care 
provided to members. No compara-
ble evaluation exjsts for the fee-for-
continued on page 38 
Our corporate health 
brochure contains a 
very unus al feature. 
Any health plan will 
provide all the forms and 
brochures you need. But 
Lnter Valley Health Plan 
also provides something 
far more useful: an actual 
human being. A dedicated 
Account Service Representative 
assigned specifically to your company. 
Specifically to make your life easier. 
Your Account Service Representative 
will take the time to get to know you, 
your company, and the special needs 
of your employees. 
For us, thi'> is not a 
new idea. For more 
than 20 years, non-profit 
Inter Valley Health Plan 
has built a reputation for 
pro\ iding the highe-;t level 
of service. And ;e've been 
doing it so consistently that in 1999 
our renewal rate was 95%. 
Call your broker today to learn more 
about how Inter Valley Health Plan can 
give you a leg up in taking care of the 
health needs of your employees. 
And a couple of arms as well. 
Inter Valley: Health Plan 
Real People. Real Service. 
800-251-8191 
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CHA Encourages Flu Vaccine Priority for Elderly, High-Risk Populations 
by C. Duane Dauner, president, 
California Healthcare Association 
A number of media stories 
over the past week have reported 
what health officials have known 
for months - there is a serious 
national shortage of flu vaccine 
this year. This shortage is the 
result of production problems that 
occurred earlier this year at the 
nation's vaccine manufacturers. 
California's hospitals, for the 
past two months, have been call-
ing for prudent, appropriate use of 
the limited supply of flu vaccine. 
The California Healthcare 
Association (CHA) once again 
strongly urges that those popula-
tions at highest risk for complica-
tions from influenza - including 
the elderly and those with compro-
mised immune systems - be 
given top priority for receiving the 
flu vaccine. Additionally, CHA 
urges the priority be given to 
front-line health care workers, 
since they are at risk for transmit-
ting the flu to compromised 
groups. 
According to the Centers for 
Disease Control (CDC), the 
groups at highest risk for compli-
cations stemming from the flu are: 
• Residents of nursing homes 
and other chronic-care facilities 
that house persons of any age who 
have chronic medical conditions. 
• Adults and children who 
have chronic disorders of the pul-
monary or cardiovascular systems, 
including asthma. 
• Adults and children who 
have required medical follow-up 
or hospitalization during the pre-
ceding year because of chronic 
biNLAND EMPIRE I us1ness \Ourna 
metabolic diseases (including dia-
betes mellitus), renal dysfunction, 
hemoglobinophathies (disease 
states affection hemoglobin), or 
immunosuppression (including 
those with HIV or AIDS). 
• Children and teenagers (ages 
six months to 18 years) who are 
receiving long-term aspirin thera-
PY and therefore may be at risk for 
developing Reye syndrome. 
• Women who will be in the 
second or third trimester of preg-
nancy during the influenza season. 
• Persons aged 65 and over. 
Also, priority in receiving the 
flu vaccine should be given to 
those at highest risk of transmit-
ting influenza to compromised 
groups including: 
• Physician's nurses and other 
personnel in both hospital and out-
patient-care settings, including 
emergency response workers. 
• Emplo.yees of nursing homes 
an chronic-care facilities. 
• Employees of assisted living 
and other residences for persons in 
high-risk groups. 
• Home care workers - espe-
cially those who provide care to 
persons in high-risk groups. 
• Household members (includ-
ing children) of persons in high-
risk groups. 
CHA calls upon all manufac-
turers and distributors of the flu 
vaccine, health care professionals 
and retail establishments through-
out the state to adhere to these 
guidelines for the benefit of all 
Californians. 
For more information, contact 
Jane Emerson at CHA, (916) 552-
7516. 
The opportunitY to advertise your company's message next to the list of your choice is available. 
Call the Inland Empire Business Journal at 909-484-9765 ext. 26. 












TOURISM, TRAVEL & 
ENTERTAINMENT 
DECEMBER 2000 INlAND EMPIRE BUSINESS JOURNAL • PAGE 23 
HEALTH CARE 
UCR Spider Expert: Brown Recluse Spiders are Scapegoats 
In the November Issue of the 
Western Journal of Medicine, a 
University of California, 
Riverside spider expert warned 
physicians not to fall into the trap 
of blaming the brown recluse spi-
der for mysterious flesh wounds, 
especially in California. 
"There are no populations of 
brown recluses in California," 
Richard S. Vetter, a staff research 
associate in the UCR Department 
of Entomology, wrote in the arti-
cle. "However, there have been 
several hundred California diag-
noses of 'brown recluse bites ' 
reported to me in the last 
decade," he said. "Undoubtedly, 
this is only a small reaction of the 
total number of ' brown recluse 
bites' that have been diagnosed." 




myth: idL1pathic wounds are 
often due to brown recluse or 
other spider bites throughout the 
United States," goes on to 
describe the spider 's appearance, 
habitat and the effect of the bite. 
He also lists possible medical 
conditions that could create 
wounds that look similar to a spi-
der bite. 
Vetter suggests that physi-
cians consider a wider range of 
causes for necrotic wounds, (i.e. 
rotting flesh wounds). Chemical 
burns, skin cancer, diabetic ulcers 
and infections from bacteria and 
fungus can all look like recluse 
spider bites, he said. 
Although a native spider 
called a "desert recluse," (a rela-
tive of the brown recluse) lives in 
the southeastern deserts of 
California, virtually all the diag-
nosed bites originated from 
coastal and northern California 
areas that have never had any 
recluse populations, Vetter noted. 
Ticks, fleas, bedbugs and 
assassin bugs feed on blood, and 
can leave a wound that looks sim-
ilar to a spider bite. Lyme disease 
leaves a bull 's eye wound similar 
to a recluse bite. "Because Lyme 
disease can lead to irreversible 
neural and cardiac complications, 
its misdiagnosis as a brown 
recluse bite could have serious 
clinical consequences," he 
explained. 
Vetter has found fewer than 
10 verified sightings of brown 
recluse spiders in the entire state, 
and most of those can be traced to 
facilities that receive goods 
imported from other places. 
California is just one of sev-
eral areas where doctors are over-
diagnosing brown recluse bites, 
he said. Vetter operates a Website 
about the brown recluse spider at 
http://spiders.ucr.edu that issues a 
challenge to people who believe 
brown recluse spiders are found 
in California. 
"Send it to me, and I'll identi-
fy it," he offered. "After 10 years 
of rece1vmg spiders from 
Californians, I still have not had a 
single one sent to me that was in 
reality a brown recluse. They 
tum out to be immature black 
widows, wolf spiders, male false 
black widows and cellar spiders. 
You've got to know a lot about 







the box . 
• • 
At first glance some problems seem 
unbeievably diffirult, if not downright 
unsolvable. Until you approach them 
from a oompletely different pe~ . 
A unique point of view unseen by 
those seeking ronventional solutions ... 
four decades of experience providing 
flexible , innovative commercial 
insurance and employee benefit 
programs. We find a way to meet your 
needs, even if it requires a custom 
program. You see, at Talbot Insurance 
to unconventional 
problems. At Talbot 
Insurance, we have Talbot we approach things in a different way. Your way. 
--------·--------INSURANCE & f1NANCIAL SERVICES 
Without lifting your pencil. or folding the paper. 
cross all the dots with four straight lines". 
1·877·TALBOT1 ---7D-8500 
w-.talbotcorp.com 
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Executive Notes 
The partners of Eadie and Payne, LLP announced that Frank M. 
Zabaleta, C.P.A. will be admitted to the partners effective Jan. 1, 2001. A 
graduate of the University of Redlands, Zabaleta earned his bachelor of 
science in accounting in 1987. His employment began with Eadie and 
Payne, LLP in 1991 after serving several years with the Internal Revenue 
Service as a revenue a~ent...Beverly Anderson, investment representative 
at PFF Financial SerVices has transferred from the Coachella Valley. Her 
new territory includes the cities' of Montclair, Upland and Claremont. 
Anderson, a 25-year veteran of the financial services industry. joined PFF 
Financial Services in 1995 ... Douglas E. Barnhart Inc. announced the 
addition of a new vice president, Layne Arthur. Arthur will run the 
branch office located in Palm Desert ... The Canyon National Bank 
announced that Lorraine Cochran has been named as the branch manag-
er at the new Palm Desert location. She's bringing with her Kara Moscato, 
serving as operations manager, and Sandi Goodall, who will handle new 
accounts ... Ernst & Young announced that David Harris has been pro-
moted to managing partner of the Riverside office ... Sandra S. Rose of 
Chino, elected member of the Monte Vista Water District board of direc-
tors, was awarded a "Certificate of Completion" in Special District Board 
Leadership and Management at a recent meeting of the Special District 
Institute in Anaheim .... Local financial professionals Robert Boseant, 
CPA and Richard Naffziger, CPA have joined Lew Piper, CPA to form 
Boseant, Naffziger & Piper, certified public accounts and business con-
sultants. The firm of veteran desert CPAs opened its office in the Plaza 
Professional Building on Highway 111 near the Cook Street intersection 
in the growing financial service district in Indian Wells ... The financial-
services firm Edward Jones has hired Fred Reinke as the investment rep-
resentative to open Edward Jones' first branch office in Riverside at the 
Canyon Crest Towne Center. Prior to JOimng Edward Jones, Reinke 
was an administrative analyst at Cal State San Bernardino ... To advertise 
your business with the Ontario Convention & Visitor Bureau, visit their 
new Web site (ontariocvb.com). Meeting planners as well as tourists can 
use this site for information about the businesses, services, and attractions 
in the Ontario/Inland Empire area ... Larry M. Rinehart, president/ceo of 
PFF Bank & Trust (PFF) announced the election of Kari Koh, Janice 
Giardina and Scott Austin to vice president... 
OFF SHORE PARTNERS WANTED 
liSTEN TO THIS BRIEF MESSAGE OF WHAT IS 
PROVING TO BE A (;REAT FUTURE 
FOR THOSE WHO "WORKTOGETHER 
.. -WITH A coMMON cQ.A.i.'Ta··sE 
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DECEMBER2000 
Investment Firm to Open 
Office in Riverside 
The financial-services firm 
Edward Jone has hired Fred 
Reinke as the investment represen-
tative to open Edward Jones' first 
branch office in Riverside at the 
Canyon Crest Towne Center. 
"We're very proud to have 
Fred on board as we become part 
of the Riverside community," said 
John Bachmann, managing partner 
of Edward Jones. "He brings a 
level of commitment and enthusi-
asm that is certain to benefit his 
clients." 
Reinke said he is excited to be 
opening a new office for a firm that 
has built a reputation on serving 
individual investors. 
"Edward Jone is the largest 
financial services firm in the nation 
in terms of offices, but it maintains 
its commitment to individuals," 
Reinke said. "I have been 
impressed with the interest the 
firm's headquarters in St. Louis has 
shown in this new office. 
Riverside, and the investors who 
live here, are very important to the 
firm, and I really like that" 
Prior to joining Edward Jones, 
Reinke was an administrative ana-
lyst at Cal State San Bernardino, 
where he earned his MBA in 1998. 
"I'm eager to become acquainted 
with all the people of Riverside," 
he said. " I'm looking forward to 
settling down here and am plan-
ning to become an active meft1ber 
of the community." 
Edward Jones, the only major 
financial services firm advising 
individual investors exclusively, 
traces its roots to 1871 and current-
ly serves more than four million 
clients. The firm offers its clients a 
variety of investments, including: 
certificates of deposit, taxable and 
non-taxable bonds, stocks, and 
mutual funds. 
Edward Jones currently has more 
than 6,000 offices in the US and, 
through its affiliates, in Canada 
and the United Kingdom. Plans 
call for expansion to 10,000 offices 
by 2004. The Edward Jones Inter-
active Web site is located at 
www.edwardjones.com. 
Nearly One Million Seniors to be 
Dropped From Medicare HMOs 
Medicare HMO Fiasco 
By year-end 2000, nearly 
934,000 seniors on Medicare will 
be dropped from thetr HMOs, m 
addition to the 700,000 who were 
dropped in 1998 and 1999 
However, unlike the experience of 
prev10us years, when most semors 
could still find alternative HMOs 
that mtght accept them, next year 
they will have few remaining 
options, accordtng to a ~tudy hy 
Weiss Ratings Inc. 
Among the 237 liMOs 
reviewed by Weiss that opened 
their door:-. to Medtcare hencftciar-
ies in recent years, 147 will have 
fully or parttally abandoned the 
hu!-.iness hy Dec. 31. Thts leaves 
only 90 HMOs (17 percent of the 
liMOs rated by Wetss) that are 
continumg to mamtain thctr cur-
rent Medicare business, for now. 
Among these remaining 90 
HMOs, 37 are losing money. They 
lost a total of $645 million in 1999 
plus anothers 82 million in the firs; 
quarter of 2000. At the same time, 
34 have earned a Weiss Safety 
Rating of D+ ("weak") or lower. 
Only 22 have earned a Wetss rating 
of B- ("good") or better 
"Seniors who have been 
dropped from thetr HMO should 
not rejoin another," commented 
Martin D. Wetss, chairman of the 
ratings company. "The latest 
Medicare withdrawals greatly nar-
row the viahle choices available to 
seniors down to just a handful of 
profitable and financially healthy 
Medicare HMOs, and even many 
of these may soon he dropping out 
of the busmess." 
In 199H and 1999, Weiss 
Ratings also advtsed consumers to 
av01d re-Joining HMO 1f possible, 
because of continuinl losses that 
were expected to cause HMOs to 
drop many more Medicare patients 
in future years. But at that time, a 
continued on page 36 
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HEALTH CARE 
Three Doctors Join 
Sutterfield Center Staff 
Three sea oned physicians 
have recently joined the staff at 
The Sutterfield Center for Plastic 
Surgery in Palm Desert, each 
bringing with him special talents 
and skills in aesthetic plastic and 
reconstructive surgery. 
"We're proud to welcome Dr. 
Jon M. Grazer, Dr. Renato P. 
Calabria and Dr. Edward 0. Terino 
to the team at The Sutterfield 
Center for Plastic Surgery," said 
facility manager Susan Aldridge. 
"These three surgeons bring a 
wealth of experience in the latest 
techniques to the Coachella Valley. 
Now valley residents no longer 
have to travel to Beverly Hills to be 
treated by the best plastic surgeons 
in the business." 
Dr. Jon M. Grazer joined The 
Sutterfield Center for Plastic 
Surgery one year ago, following 
the retirement of Dr. Thomas C. 
Sutterfield, M. D., the facility 's 
original medical director. Doctors 
Calabria and Terino joined the 
team this fall. 
A fourth-generation California 
physician, Dr. Grazer is the son of 
Frederick Grazer, M.D., the plastic 
surgeon who first brought liposuc-
tion to California from France. Dr. 
Grazer has been practicing for nine 
years, and recently authorized the 
liposuction chapter for a plastic 
surgery textbook that will be fur-
nished to medical students study-
ing plastic surgery. Dr. Grazer is 
on staff at Hoag Hospital & 
Western Medical Center in Orange 
County. 
Dr. Renato P. Calabria brings 
to the desert more than 15 years of 
surgical experience, including 
eight years as a heart surgeon. He 
limited his practice to plastic sur-
gery seven years ago, because he 
found it "more challenging and 
artistic" than heart surgery. His 
specialties are minimally invasive 
facial surgery that leaves no visible 
scars, and he has pioneered "vol-
ume restoration" plastic surgery 
and a procedure called the "vertical 
lift," which offers patients a more 
natural-looking result, Jess scarring 
and faster recovery than traditional 
facelift techniques. A native of 
Italy, Dr. Calabria is adding Palm 
Desert to his current practices in 
Beverly Hills and Westlake 
Village. He is on staff at Cedar 
Sinai Medical Center, St. Johns 
Hospital and Daniel Freeman 
HospitaL 
With nearly 30 years in the 
business, Dr. Edward 0. Terino is 
known as a pioneer in the area of 
facial implants. He has performed 
thousands of procedures and 
counts among his patients many 
well-known celebrities. One of the 
forerunners in the development of 
natural-looking chin and cheek 
implants, Dr. Terino has con-
tributed his knowledge to 13 books 
on the subject He has been a 
member of the teaching faculty at 
UCLA, USC and Stanford 
University. 
The three physicians can be 
seen by appointment at the 
Sutterfield Center for Plastic 
Surgery at 73255 El Paseo, Suite 
8, in Palm Desert. For further 
information or to schedule a free 
consultation, call the center at 
(760) 837-9669; Fax (760) 837-
9822. 
uc UNIFIED CONSULTING, INC.' Security•Stabi/ity•Low TCO 
Add the Power of Linux 
to Your Business 
Contact Us Toll Free at 
1-877-33-LINUX 
Pomona Valley HosJ!.ital Medical 
Center Earns Accreilitation 
Pomona Valley Hospital 
Medical Center (PVHMC) has 
earned accreditation from the 
Joint Commission on 
Accreditation of Healthcare 
Organizations as a result of 
demonstrated compliance with the 
commission's nationally recog-
nized health care standards. 
"PVHMC's employees, physi-
cians, volunteers and the hospital 
and foundation board members are 
to be commended for our recently 
completed joint commission sur-
vey. Our overall score of 94, and 
our laboratory's score of 98 reflect 
the outstanding level of clinical 
expertise and quality of care deliv-
ered at PVHMC," said 
President/CEO Richard E. Yochum. 
"We're pleased to provide an 
exceptional level of health care to 
our patients." 
"National standards are intend-
ed to stimulate continuous, system-
a tic and organization-wide 
improvement in a organization's 
performance and the outcomes of 
care," stated Russell P. Massaro, 
MD, executive vice president, 
accreditation operations, joint com-
mission. "The community should 
be proud that Pomona Valley 
Hospital is focusing on the most 
challenging goal- to continuously 
raise quality to higher levels." 
The joint commission is dedi-
cated to continuously improving 
the safety and quality of the 
nation's health care through volun-
tary accreditation. PVHMC partic-
ipated in an on-site survey in June 
and received notification from the 
commission. 
Pomona Valley Hospital 
Medical Center is recognized as a 
100 Top Hospital by HCIA and the 
Health Network, and as a Year 2000 
Blue Ribbon winner by Pacific 
Business Group on Health. 
Corona Regional Medical 
Center Celebrate 20 Years 
of Hospice Care 
November was National 
Hospice Month, and Corona 
Regional Medical Center was 
proud to celebrate its 20th year of 
hospice care and service. 
The focus of hospice is to care, 
not cure, at the patient's home. The 
National Hospice Organization rec-
ognizes hospice as comfort and 
compassion when it's needed most. 
Hospice care is a team effort 
approach to medical care, pain 
management, and emotional sup-
port when the patients need it 
Corona Regional Medical 
Center Hospice Care responds to 
the needs of patients facing termi-
nal illnesses such as: cancer, end 
INLAND 
IV NEWS 
The Inland Empire's only 
Local TV Newscast 
stage heart or lung disease, 
AJzheimers, or AIDS. The goal is 
to maintain high levels of function, 
comfort control, and quality of life. 
The service provided by CRMC 
includes: on-call service 24 hours 
per day, seven days a week; skilled 
nursing, psychological counseling 
and/or support; patient and family 
education, and hospice physician 
involvement, etc. 
Corona Regional Rehabili-
tation Center is located at 730 
Magnolia Avenue in Corona, CA 
91720. For more information 
regarding Corona Regional 
Hospice, please call (909) 734-
3650 or 735-0274. 
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Chamber of Commerce 
Address 
City, State, Zip 
Adelanto 
P.O. Box 700 
Adelanto, CA 92301 
Apple Valley 
17874 Hwy. 18, P.O. Box 1073 
Apple Valley, CA 92307 
Dunlo& 
123 E. Ramsey St., P.O. Box 665 
Banning, CA 92220 
Barstow Area 
409 E. Fredricks St., P.O. Box 698 
Barstow, CA 92312-0698 
Beaumont 
P.O Box 637 
Beaumont, CA 92223 
Big Bear 
P.O. Box 2860 
Big Bear Lake, CA 92315 
Calimesa 
528B Myrtlewood Dr. 
Calimesa, CA 92320 
Cathedral City 
68-845 Perez Rd., #6 
Cathedral City, CA 92234 
Chino Valley 
13150 Seventh St. 
Cbino, CA 91710 
Claremont 
205 Yale Avenue 
Claremont, CA 91711 
Coachella 
1258 6th St. 
Coachella, CA 92236 
Colton 
620 N. La Cadena Drive 
Colton, CA 92324 
Corona 
904 E. Sixth Street, 
Corona, CA 92879 
Desert Hot Springs 
11711 West Drive 
Desert Hot Springs, CA 92240 
Fontana Area 
5384 Sierra Ave. 
Fontana, CA 92335 
Grand Terrace Area 
12139 Mount Vernon Ave., Ste. 202 
Grand Terrace, CA 92313 
Hemet/San Jacinto 
395 E. Latham Avenue 
Hemet, CA 92543 
Hesperia 
16816-D Main Street 
Hesperia, CA 92345 
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Major Events and Projects 
Adelanto Grand Prix, Golf Tournament, Mixers, 
Monthly Luncheons, Ribbon Cuttings, 
Casino Night, Xmas Lights Contest 
Outrageous Auction , 
The Eliminator, New Teachers 
Reception, Brave/Pal 
Stagecoach Days, Rodeo, Parade, Powwow, 
5 & 15 K Run, Casino Night, Car Show, 
Hot Rod Race, Golf Tournament, Business Advantage 
Community Recognition Awards 
Banquet, Golf Tournament, Summer 
Market Festival, Main Street USA Run/Car Show 
Military Mixer, Leadership Barstow 
Cherry Festival, Golf Tournament, Gold Card 
Student Program, Fall Fund Raiser, Winter Wish, 
Monthly Mixers, Ribbon Cuttings 
Fantasy Auction, Old Miners' Days, 
City Beautification, Oktoberfest, 
Business Networking 
Go1fTournament, Casino Night, 
State of City, 
Citizen of Year 
Kaleidoscope Festival, Jan.; Athena Awards, Jan.; 
Monthly Mixers & Breakfasts; Business Expo, May; 




Debora Self (Off. Mgr.) 
f60) 246-5711 
760)246-4019 


















































New Teachers Reception, State of City Luncheons, (909) 627·6177 
































Annual Village Venture Street Faire, Saturday Before 
Halloween, Golf Tournament, Awards Banquet, 
Monthly Mixers & Breakfasts 
Cinco de Mayo Fiesta, Miss Coachella Pageant, 
16th of September Fiesta, Coachella Christmas Parade, 
Youth Accountability Probation Board 
Discover Colton Night, Christmas Parade 
& Program, Golf Tournament, Joint Economic 
Development, Business Retention Program, 


















Royale Casino Gala, Night with the Angels, John Cleghorn 
Good Morning Corona, New Member Installation/Reception, {909) 737-3350 
Stanley M. Grube 
(909) 737-3350 
(909) 737-1167 Monthly Mixers, Quarterly Membership Meetings, (909) 737-3531 
Installation/Awards Banquet, Busin.ess Directory, Maps 
Monthly Mayor's Breakfast, Monthly 
Mixer, Christmas Parade, 
Festival of Our Waters, lnst\lllation Dinner, 
Monthly Newsletter 
Golf Tournaments, Pageant, Bus. Expo, 
Market Night, State of City/Chamber Luncheon, 
Monthly Bus. Breakfast, Luncheon & Mixers, 
International Days, Installation Dinner 
Monthly Newsletter, Mixers & Luncheons, Special 
Events to Promote Community Spirit, 
Business Directory 
Diamond Valley Lake Community Fair, 
Ralph Kiner Golf Tournament, Business 
Trade Fair, State of the Valley, Ramona Days 
Golf Classic, Casmo Nite, Business Expo, 
High Desert Opportunity, Xmas Party/Mixer, 
Friday a.m. Coffee Club, Monthly Membership 
Luncheon, Monthly Mixers 



















David M. Wbitefteld (Pres,QD)Bonnie K. Wright 
(909) 658-3211 (Chairman of Board) 
(909) 766-5013 (909) 625-6681 






(760) 244-] 333 
N/A = Not Applicable. WND = Would Not Disclose. 11a = not availqble. TBA = To Be Announced. The mformaliol) in the above fist was obtained from the Chambers of Co!fl· 
merce listed. To the best of our knowledge the mformanon supplied IS accurate as of v~ess {I me. Wh1le every effort 1s made to ensure the accuracy and thouroug~uress of the [lSI, 
omissions and typograpluca/ errors ~ome/lmes occur. Please send correctzons or additiOns on compun>:letU!r~l:ud to: The Inland Empire Business Joun~al 8S60 Vineyard Ave., 
Suite 306, Rancho Cucamonga, CA 91730. Researched by Jerry Srrauss. Copyr~ght 2(}()() Inland Emp1re Bus mess Journal. ' 
Thl' Book of List~ a\·ailahll' on Disk, C'all 9119-..JX-1-9765 or Download Now fnHn www.TopList.com 
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COIIIiiiiiC:ci from page 2fi Chambers of Commerce COIII/1/IIt'd (II/ page 28 
Listed Alplmbeticnlly 
Chamber of Commerce 2000 Budget Major Events a nd Projects Executive Director President 
Address Members Phone/Fax Phone 
City, State, Zip Year Founded E-Mail Address Fax 
H~landArea $1l7,000 4th of July Parade, Golf Tournament, Karen Gaffney Dr. Paul Scott 
27 68 E. Baseline 250 Monthly Membership Luncheons, Business Mixers (909~ 864-4073 (909) 882-0575 
Highland, CA 92346 1906 Installation Dinner, Discover Highland Night, (909 864-4583 
State of Community Luncheon hcoc@bighlandchamber.org 
Idyllwild $43,800 Strawberry Valley Festival, N/A Jamie Giannioses 
54295 Village Center Dr., P.O. Box 304 137 Monthly Mixers (909) 659-3259 (909) 659-2205 
Idyllwild, CA 92549 1946 (909) 659-6216 (909) 659-2630 
info@idyllwildchamber.com 
Indio $273,565 Golf Tournament, Arts Festival, Install. Dinner, Monthly Sherry Johnson Roo Hare 
P.O. Drawer TTT 700 Mixers, Mayor's Breakfasts, Lighting/Decorating (760) 347-0676 (760) 342-6846 
Indio, CA 92202 1946 Contest, Tour of Lights, Western Nights, (760) 347-6069 (760) 342-6850 
Miss Indio Scholarship Pageant, Awards Luncheon iodiochamber@aol.com 
Lake Arrowhead Communities $200,000 Mountain Home Improvement Expo, Annual Michael Neufield (PresJCEO)Bob Geer 
P.O. Box 2 19 425 Home Tour, Classic Wooden Boat Show, 4th (909) 337-3715 (Chairman of Board) 
Lake Arrowhead, CA 92352 1924 of July Fireworks over Lake Arrowhead (909)336-1548 (909) 337-8188 
lachamber@js-net.com (888) 245-4904 
Lake Elsinore Valley $70,000 Mini Grand Prix Race (Go Cart Type Cars), Casino Night, Carol Johnston (Off. Mgr.) Donna Niebouse 
132 W. Graham Avenue 400 Monthly Mixers, Luncheons, Annual Golf Tournament, (909) 245-8848 (909) 674-0735 
Lake Elsinore, CA 92530 1949 Installation Dinner, Monthly Street Fair, (909) 245-9127 (909) 674-8085 
Monthly Cruise Night (Car Show) 
La Quinta $350,000 Matnstreet Marketplace (Six Street Fa tr~). Valerie J. Smith Shelly Morris 
7H-371 Hw]. Il l 525 Golf Tournment, Bu~iness E.\po, Installation (760) 564-3199 (760) 564-4832 
La Qlllnta, CA 92253 1950 Dtnner, Toys For Tots, (760) 564-3111 (760) 564-0406 
Monthly Mixers, Bi-!\1t~nthly Mayor 's Luncheon 
La \erne ~ 142,000 C'omm. YarJ Sale, \fan:h; Golt ' loumamcnt July, LaDonn11 Tassin .Julie A. Salazar 
:!07X Bontta Ave. 253 Marketplace ft~l<l, Ma) ; C.omm Crall fair, Bus. ExJXl (909) 593-5265 (909) 592-3529 
La Verne, C·\ 91750 1942 Oct ; Monthly "Connectwn~·· Nl •working I uncheons ( 909) 596-0579 same+ 629 
Lorna Linda $125,000 Weekly Chamber Breakfast Club, Mtxers, Regular Peg Karsick (CEO) Sandy Chapman 
2554 I Barton Road 201 Luncheon Seminars; Com munity Awards, Installation (909) 799-2828 (909) 307-8826 
Lorna Linda, CA 92354 1959 of Officers, Business Expo, Golf Tournament, Comm. (909) 799-2825 (909) 799-2825 
Parade, Opportunity Fair, State of Comm. Luncheon info lomalindachamber.com 
Lucerne Valley WND Talent-No Talent Show, Sept.; Holiday Faire, Nov.; Ramona Br.uce Janis Redden 
32750 Old Woman Spring Rd., P.O. Box 491 230 Toy Run & Community Christmas Party, Dec.; (760) 248-7215 (760) 248-7215 
Lucerne Valley, CA 92356 1957 Easter Egg Hunt; 4th of July Parade, Fireworks; (760) 248-2024 (760) 248-2024 
Kite Fly; Spring Auction; Kid Fest 
Menifee Valley $60,000 TGIF Golf Tournament, Honorary Mayor's Contest, Darcy Kuenzi Deane Manning 
26878 Cherry Hills Blvd. 281 High School Student of Month Program, Business Expo, (909) 672-1991 (909) 679-1139 
Sun City, CA 92586 1976 Membership Luncheons, Chamber Awareness Week, (909) 672-4022 (909) 679-8529 
Monthly Mixers, Annual Installation Ceremony, Legis!. Forum menifeevalley@email.oom 
Montclair $96,000 State of City Address, Safety Pair/Bus. Expo, State of Betty Traister (Exec. V.P.) Hugh Hoskias 
5220 Benito Stree~ 210 the School Address, Police and Fire Department (909) 624-4569 (909) 983-9875 
Montclair, CA 91763 1956 Appreciation Breakfasts, Golf Tournament, Business Expo, (909) 625-2009 (909) 984-9001 
Good Morning Montclair Breakfast 
Moreno Valley WND Business & Community Expo, Citizen of Year Barbara Ann Dr. Richard Tworek 
22500 Town Circle, #2205 310 Award, Wake Up Moreno Valley, (909) 697-4404 (909) 697-4404 
Moreno Valley, CA 92553 1954 Business in Action (909) 697-0995 (909) 697-0995 
Murrieta $300,000 Monthly Mixers, Installation Dinner, New Member Kathleen Newtoa (PttcMlD) Barril KoeaJa 
26370 Beclcman Ct., Unit B 550 Receptions, State of City, Reverse Drawi:f, (909) 677·7916 (Chairman of Board) 
Murrieta, CA 92562 1960 GolfTournamc!nt, Business Expos, Salute to ayor, · (909) 677-9976 (909) 696-6101 
Student of Montb, \bluoteer Recognition Dinner (909)698-mt 
Norco WND Norco Valley Fair, Chamber Golf Tournament, Labor Lupe Cruz Peggy Curl 
2816 Hamner Ave., P.O. Box 27 380 Day- Parade, Chamber Challenge, Norco Expo, Legislative (909) 737-2531 (909) 734-1267 
Norco, CA 91760 1964 Forum, Xmas Decorating & Hayride, Xmas Mixer, (909) 737-2574 
Awards & Installation Dinner 
Ontario $490,000 Christmas on Euclid, Golf Tournament, Robert Traister Staley M. Crase 
421B N. Euclid Ave. 825 State of City Luncheon, Police Recognition (~~ 984-2458 (909) 944-3343 
Ontario, CA 91762 1909 Lunch, Monte Carlo Nlgbt (909 984-6439 (909) 944-28S2 
bob@ootario.org 
Palm Desert $450,000 Golf Cart Parade, Business Expos, Susan E. Harvey Mary Beth Hunt 
73-710 Fred Waring Dr., Ste. 114 1,468 Golf Tournaments, Awards Banquets, (760) 346-6111 (760) 322-2727 
Palm De~ert, CA 92260 1954 Police Officer & Public Safety Appreciation Day (760) 346-3263 
info@pdcc.org 
N/A = Not ~plicoble. WND = Would Not Disclose. na = not available. T&t = To Be AniiOWiced The infonnation in the above list was obtaiMd from 1M C1wnben o[CoM· 
merce listed. To 1M best of our knowledge !he information supplied is acc~ate as of I?r.ess time. While every effort is mode to ensure ~ ac~acy and thourouhness ofihe list, 
omissions and typograplucal errors someflmes occur. Please send correctiOIJS or additiOns on COtnJHl"))letlerlieod to: The Inland Empve Bu.nness JOUTfllll, 8560 ~Ave., 
Suire 306, Rancho Cucamonga, CA 91730. Researched by Jerry Strauss. Copyright 2000 Inland Empve Business Journal. 
Thl· Book of l.ish is a\ ailahll' on l>isk. l·all CJU'J-~S~-9765 ot· do\\ nload no\\ fn1111 "" ".Topl.i...,l.n•m 
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"'11//llllt'" ''"111{ '<1~,· ~ - Chambers of Commerce 
Chamber of Commerce 
Address 
City, State, Zip 
PahnSpriop 
190 W. Amado Road 
'paJm Springs, CA 92262 
Perris VaHey 
1688 N. Perris Blvd., Ste. H-4 
Perris, CA 92571 
Pomona 
485 N. Garey Avenue 
PolllOna, CA 91767 
Rancho Cucamonga 
7945 Vineyard Ave., Ste. D-5 
Rancho Cucamonga, CA 91730 
Raadlo Mira&e 
42-464 Rancho Mirage Lane 
Rancho Mirage, CA 92270 
Redlands 
1 East Redlands Blvd. 
Redlands, CA 92373 
Rialto 
120 N. Riverside Avenue 
Rialto, CA 92376 
Greater Riverside 
3985 University Ave. 
Riverside, CA 92501 
Sao Bemardiao Area 
546 W. 6th Street 
San Bernardino, CA 92402 
Temecula 
27450 Ynez Road, #104 
Temecula, CA 92591 
TweDtyaJae Palm$ 
645SA Mesquite Ave. 
1\vcptynioe Palms. CA 91277 
Upland 
433 N. Second Street 
Upland, CA 91786 
VldonUie 
P.O.Box997 
Victorville, CA 92393 
Yucaipa Valley 
35139 Yucaipa Blvd., P.O.Box 45 
Yucaipa, CA 92399 
~v.ue, -. 
SSS69 'IWenlynine Palms Hwy. 
Yucc:a VaUey, CA 92284 




























Golf Tournament, Athena Awards Luncheon, Installation 
Luncheon. Career Day, YEMP, Small and Home-based 
Seminars, Summer and Winter Business Expo, 
Monthly Breakfast Forums 
N/A 
Casino Night, Golf Thumament, 
Principal for a Day, Community Service Award, 
Annual Dinner, Small Business Seminars, Power Lunch 
Grape Harvest Festival, Vintners Celebration, 
Golf Tournament, Founders Day Business Expo, 
Monthly Luncheon, 
Annual Dinner/Installation 
Business Expo, Mayor's Breakfast, 
Annual Awards & Installation, 
Nabisco Dinah Shore Golf Tournament 
Business Expo, May; 
Cable TV Auction, 
November 
• 
Rialto Days, Business Outreach Program, 
Annual Business Connection, 
Annual Installation Dinner 






















$1,100,000 Economic Development, State of City, Leadership Cindy Roth 
1,600 Riverside, Division Activities, Business Expo, Installation, (909) 683-7100 













Annual Dinner, Law Enforcement Recognition 
Dinner, Shadowing Days, 
ROTC Scholarship Golf Tournament, 
Principal for a Day, Business Expo 
February Installation Dinner, (Oct.) Business Showcase, 
Monthly Mixers, Monthly Breakfast, 
(March) Golf Tournament, Gov't Action, 
Various Committees, State of City 
Pioneer Days (Including 
Carnival & Rodeo), October; Christmas Light 












Business ExiJ:O, Governmen~al Relations, Economic Carole Anthony (PresJCEO) 
Development Yttallssues-Busmess.Luncheons, Business (909) 931-4108 







































Golf Tournament, Business Expo, Holiday Parade & Michele Spears (Pres./CEO) Ryan McEacbroo 








Day Luncheon, Monthly B.r~akfast, Quarterly, Economic (760) 245-6505 (760) 241-7900 
Eobancement Forurm. Installabon Banquet, Legislative Action vvchamber@vvchamber.com (760) 241-1467 
State of City Luncheon, Golf Tournament, 
Installation Dinner, Western Hullabaloo Dinner 
Grubstake Days, 
Cactus Days 









L. HOary SWU. 
(760) 365-3001 
(760) 365-076~ 
N/A = !fat Applicable. WND = Kbuld Not Dis~ lose. ~ = not a~le. TBA = To Be AniU!unced. !he information in the above list was obtoined from.lhe Chambers of Com-
merce luted. ~To the best of oru knowledge .the mformatwn supp/ieflrs ace~ ate as of p~ess 11me. ·Wiule every effort is mode 10 ensure the accura tind th hness ofihe list, 
omissions and typographical errors somel:lmeS occur. Please send corrections ot: additions on com_pany letrerflead to: The Inland Empire B · cy J 0 f'85§8 VinP\Jard Ave., 
Suite 306, &nclio Cucamonga, CA 91730. Researched by Jerry StrtmSs. Copynght 2000 Inland Emp1re Business Journal. USUJeSs ourna • '·-J 
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by Juan Felix, M.D. 
Breast cancer has beco me the 
women 's health issue most com-
monly discussed by the media and 
the hea lth care industry. It has even 
caught the attention of politicians. 
In fact, as part of his presidential 
platform, Vice President AI Gore 
pushed for legislation that will 
require health maintenance organi-
zations (HMOs) to cover diagnosis 
and treatment of breast cancer. 
However, the second most com-
mon cancer afflicting women -
cervical cancer - is not being 
addressed. Every day, approximate-
ly 15 mothers, daughters, wives and 
s isters needlessly succumb to this 
disease. 
What makes these deaths all the 
more tragic is the fact that cervical 
cancer is virtually 100 percent cur-
able if detected in its early s tages. 
In fact, after four decades of 
decline, cervical disease and the 
number of deaths associated with 
cervical cancer are increasing in the 
Los Angeles area. 
On a positive note, new tech-
nologies are available to physicians 
and patients throughout California 
that dramatically improve cervical 
cancer screening. These new tech-
nologies are the ThinPrep Pap Test, 
a test approved by the FDA as supe-
rior to the conventional pap, and 
HPV Hybrid Capture II, a DNA test 
for human papillornavirus, the sexu-
ally transmitted virus known to 
cause cervical cancer. 
According to the National 
Cancer Institute, an estimated 3.5 
million traditional pap tests are 
found to be inconclusive in the 
United States. With a traditional 
pap smear, if the test comes back 
inconclusive, women suffer through 
the anxiety of repeated pap testing 
every 4 to 6 months for two years. 
In addition, they endure colpo-
scopies, biopsies and repeated 
office visits. 
These new technologies, on the 
other hand, eliminate the stress and 
uncertainty that accompanies incon-
clusive pap results. Through the 
new process, women with inconclu-
sive pap results are immediately and 
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HEALTH CARE 
California's Fatal Flaw 
automatically tes ted for HPV. 
When high risk HPV DNA is found, 
appropriate patient care follows. 
When High Risk HPV is absent, 
women can return to normal annual 
screening without needless worry. 
Unfortunately, many women in 
California who depend upon HMOs 
for care are not covered for these 
tests. Adding insult to injury, these 
same HMOs pay a premium for 
these new pap smear screening 
technologies when provided outside 
of California! 
Why the discrepancy? 
Outs ide of Cal ifornia, HMOs 
contract directly with the laborato-
ries to provide these new cervica l 
cancer screening technologies. In 
California, HMOs pay a fixed 
amount monthly to medical groups 
for services, including cervical can-
cer screening. There is no mecha-
nism currently for the medical 
group to receive the amounts 
required to pay for these new and 
valuable women's health tests. As a 
result, many California women in 
managed-care health plans are 
denied this new and potentially life-
saving technology. 
Because of this disparity, 
women in other states are screened 
with these advanced technologies, 
at a rate of 70 percent or more, 
while California's women are being 
screened at a rate of five percent or 
less. Women's Jives should not be 
jeopardized because of inequities in 
the way HMOs operate from state to 
state! Our first priority should be 
preventing disease and death. 
Cervical cancer is a disease that can 
be virtually eliminated, yet the 
California system appears to place a 
greater emphasis on fiscal issues. 
Paradoxically, use of these 
advanced technologies should be in 
the interest of the managed-care 
companies, because they are likely 
to reduce total medical costs. 
Technological advances in cer-
vical cancer screening over the past 
decade have substantially increased 
our ability to detect the disease, but 
failure to make this technology 
available places many California 
women at risk. This problem will 
only continue to grow - unless 
women consumers and their loved 
ones demand that their HMOs and 
medical g roups cover more conven-
ient and conclusive tests like the 
ThinPrep Pap Test and HPV. 
It is time for legislators and the 
health care industry to address this 
growing problem. By requiring 
medical groups to provide these 
services, we can substantially 
increase the number of women 
being screened on a regular basis, 
reducing the number of fatalities 
associated with cervical disease. 
Daniel Zingale , head of 
California's new Departme nt of 
Managed Health Care, has s tated 
that preventive health care is one 
of the founding principles of man-
aged care. He has also expressed 
alarm that there are situations in 
which people are denied access to 
preventive health care. The denial 
of improved pap screening is one 
important forum of preventive 
health care for California women. 
The agency intends to help con-
s umers who have attempted to 
resolve problems with their health 
plans or medical grouJ:S. The 
agency has provided a means for 
reporting problems. You can 
encourage Zingale and his agency 
to help to make this technology 
more readily available in California, 
by calling 888-HM0-2219 or by 
going to the agency Website: 
http://www.hmohelp.ca.gov. 
Juan Felix, M.D. is the director of 
clinical pathology, LAC-USC 
Women:s- and Children:s- Hospital, 
as well as an assistant professor of 
pathology, University of Southern 
California, School of Medicine in 
Los Angeles, Calif 
Foothill Customers 
have come to expect just a little more. 
• Customized Accounts 
• Personal Loan Officers 
• Traveling Managers 
FOOTHILL INDEPENDENT BANK 
Call 1-800-500-BANK for de[ails 
Chmo • Claremont • Corona • C01·ina • Glrndalr • Glendora • Irwindale • Monrom • Ontario 
l•-•• •••<J Rancho Cucamonga • Upland • Loans <ubjet:l to credu approv-.tl • hup://www.foothillbank.com 
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BANKING 
From ~'Hands-on" Service-to "Virtual" Banking, the World of Inland 
Empire Finance is on a Roll- Adding New Faces and State-of-the-Art 
Concepts to Revolutionize Our Banks and Banking Procedures! 
A Relatively "New Kid on 
the Block" Temecula Valley 
Bank is One to Watch 
Temecula Valley Bank, estab-
lished in 1996, plans to open its 
fourth full-service office at 41500 
Ivy St. in Murrieta. It is easily 
reached from the 1-15 freeway. 
The new 3,231-sq.-ft. office will 
provide its Murrieta customers 
immediate and convenient access 
to the bank's products and servic-
es. 
"We are very excited about the 
opening of another office in the 
area," stated Stephen H. Wacknitz, 
president/CEO. In addition to the 
new addition, the bank operates 
full-service offices in Temecula, 
Fallbrook, and Escondido, and 
a\ o loan production offices in 
Ontario, Fallbrook, and Encino. 
The bank has also reported 
that third quarter net income rose 
sharply to a record $367,840 for 
the quarter ending Sept. 30, 2000, 
increasing 215 percent over the 
third quarter of last year. It must 
be doing something right! 
" We expect our earnings 
increases over the previous year to 
continue through the last quarter 
of 2000," Wacknitz announced. 
Total gross loans increased 67 per-
cent to $82,256,000, compared to 
$49,392,000, for the same period 
last year, with strong increases 
noted in con truction, SBA, and 
real estate loans. 
DiscovER CoMMUNITY 
BANKING 
At Commum_9o National Bonk,you woll find 
a full a'"9' of busontss and ptrsonal bankong ~rvow, all dtlovtrtd 
woth tht ptrsonal aHtntoonyou d~rw. 
CHECKING, SAviNGs AND CD's 
INTERNET BANKING 
CouRIER SERVICE 
DRI:E UP TELLER WINDOWS 
RESIDENTIAL LENDING 
AuTo LoANS & EQ.utTY UNES 
CoMMERCIAL & CoNSTRUCTION UNDING 




Fallbrook National Bank Supports 
the Arts and a New Name-
Community National Bank 
Following several years of 
impressive growth, Fallbrook 
National Bank has announced its 
name change to Community National 
Bank. The change includes a new 
logo of trees and hills, and reflects the 
bank's desire to honor its small town 
heritage, while accommodating new 
communities as it continues to grow. 
Renowned for an unprecedented 
level of community involvement, the 
bank, with offices in Fallbrook, VISta 
and Temecula, has also announced a 
$5,000 donation to the Bob Burton 
Center for the Performing Arts, locat-
ed on the Fallbrook Union High 
School campus. 
The name change coincided with 
the opening of the center, and marks 
another milestone in the growth plan 
established when Tom Swanson 
became president. 
Irwin Appointed to Senior VP 
and Dairy Unit Team Leader 
City National Bank has 
announced the appointment of 
Randy Irwin to enior vice pre i-
dent and team leader of its 
agribusiness unit 's growing dairy 
group. 
Irwin will be responsible for 
growing City National's portfolio 
of fluid milk producing clients, as 
well as overseeing dairy industry 
relationships throughout the state. 
He will report to Jim Robinson, 
executive vice president and man-
ager for the Inland Empire region 
at City National Bank. Robinson is 
a veteran banker who has been 
financing agriculture and dairy 
companies in California for almost 
40 years. 
"City National Bank has 
become an important player in 
California's $24.6 billion agribusi-
ness market," said Robinson. 
"Randy is the perfect individual to 
lead our expansion into new dairy 
markets. He grew up in the Central 
Valley and is well established in 
the dairy community." 
Irwin will be based in Tulare 
County, which has become a hub 
of California's dairy industry, with 
the most cattle and production 
facilities in the state. Irwin will 
oversee the bank's dairy team, 
which serves clients in the Central 
Valley and Southern California 
dairy markets. 
Irwin joins City National from 
Wells Fargo Bank where, in his 
capacity as vice president and rela-
tionship manager, he served as the 
bank's primary contact for its port-
folio of dairy accounts. 
Irwin, who earned a bachelor 
of science degree in animal sci-
ence from California State 
University, Fresno, was born and 
raised in the Tulare area. 
City National Bank provides a 
broad range of banking services 
and financing alternatives to farm-
ers, dairymen, growers, whole-
salers, aud the entire agriculture 
industry. Specialty lending servic-
es provided by the bank include: 
crop financing, agricultural equip-
ment lending, and warehouse 
financing. City National Bank can 
also address the unique seasonal 
and annual financing needs of 
wholesalers, brokers, and shippers 
dealing with produce, by provid-
ing lines of credit. 
The agribusiness unit also 
provides commercial lending, 
cash management, international 
services, and investment manage-
ment for every level of agribusi-
ness-from dairy lending and 
direct crop lending-to growers, 
packers, shippers, and wholesale 
distributors. 
DECEMBER 2000 
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Time is Running Out as Only a 
Few Estates Remain at Classic 
Pacific's Cordillera in Redlands 
Time is of the es ence for dis-
criminating home buyers who 
desire the rewards that only a truly 
luxurious estate home can offer, as 
only a few magnificent residences 
remain for sale at Classic Pacific's 
country estate community of 
Cordillera in Redlands. 
"Cordillera represents one of 
the most exciting new home oppor-
tunities available in Southern 
California," commented Patty 
Simonson, sales manager at 
Cordillera. "Few neighborhoods 
can compete when it comes to spa-
cious floorplans, large homesites, 
custom style, included amenities 
and desirable location. We are 
encouraging prospective buyers to 
visit Cordillera right away, before 
this once-in-a-lifetime opportunity 
passes them by." 
Simonson added that 
Cordillera welcomes broker coop-
eration, and financing options 
include: upgrades, swimming pools 
and landscaping. Secluded in the 
foothills overlooking Redlands ' 
scenic San Timoteo Canyon, 
Cordillera's rural setting offers 
exceptional privacy and sets the 
scene for graciou living beyond 
compare. Priced from the 
$500,000s, Cordillera's grand-scale 
residences boast expansive home-
sites averaging two acres. 
With living areas spanning 
approximately 3,359 to 4,740 
square feet, including as many a 
six bedrooms and five and one-half 
baths, the homes combine uncom-
promising spaciousness with 
exquisite appointments. Two 
imaginatively designed single-level 
floor plans and one impressive 
two-story design are richly detailed 
with luxuries and conveniences 
that are usually reserved for one-
of-a-kind residences. Examples are 
led by traditional butler 's pantries 
for gracious entertaining; as many 
as three fireplaces in each plan, and 
sumptuous master suites that maxi-
mize personal comfort with his-
and-hers walk-in closets, a built-in 
media alcove and a handy coffee 
bar that's perfect for lazy weekend 
mornings or days when there isn't 
time to stop for breakfast. 
Cordillera is also a masterpiece 
of architectural drama, which is 
enhanced by French doors, nine-
and ten-foot ceilings, custom base-
boards and window casings, and 
ceramic tile flooring-lending a 
look of elegance to the entry foyer, 
kitchen and nook. 
Mealtime activities revolve 
around an extra-large kitchen 
island with breakfast bar seating. 
Convenience is on every menu 
thanks to walk-in pantries; ceramic 
tile; Corian or granite countertops; 
custom-built natural wood cabinets 
and a complete collection of top-
of-the-line appliances, including: 
double self-cleaning ovens, a full-
size microwave oven, a built-in 
cooktop and a multi-cycle dish-
washer. 
The beauty of the entire neigh-
borhood is heightened by striking 
early California architecture with 
Mis ion, Craftsman and ltalian-
tyle accents. Entry courtyards and 
wide motorcourts lend added grace, 
and garages, which can accommo-
date a total of three to four vehi-
cles, are split into two sections and 
offer tum-in access in varying loca-
tions. 
Along with homes of true dis-
tinction in a community without 
equal, Cordillera's appeal has been 
enhanced by the desirability of a 
Redlands' address. With its many' 
lush parks and historical buildings 
dating back to its early days as the 
hub of the region 's orange growing 
and packing industry, Redlands 
offers a pleasant and charming con-
trast to surrounding metropolitan 
areas. 
The community also abounds 
with convenien1 amenities, ranging 
from shopping centers and enter-
tainment attractions-to a wide 
variety of cultural offerings, 
including: museums, libraries, art 
galleries, and even an opera com-
pany. Students of all ages benefit 
from the educational excellence of 
the Redlands Unified School 
continued on page 38 
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Only 7 Homes Remain - Ask about Immediate Occupancy! 
• Redlands Charm 
• Up to 4,408 Square Feet 
• From the $SOO,OOO's 
• Immediate Occupancy 
{909) 792-5881 
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Alameda Corridor ... Ports, the largest port complex m 
the United States. 
conrinued from page 3 
The $2 billion project will see 
the four existing routes replaced by 
a single consolidated grade-separat-
ed 22-mile-line, connecting with 
the ex1shng rail network at 
Redondo Junction, where the pres-
ent route crosses the Los Angeles 
River. 
As a result of the dedication of 
the two ports and their staffs and 
the other members of the joint pow-
ers authority that make up the 
Alameda Corridor Transportation 
Authority, (ACfA) the corridor was 
developed to con olidate the opera-
tions of freight railroad carriers into 
one high speed, high-capacity corri-
dor. 
Proponents hope the line will 
handle 100 trains a day by the year 
2020 and will significantly reduce 
the number of road freight move-
ments a day into the area - cur-
rently around 20,000! 
During 1995, the project was 
given federal authorization and des-
ignated a high priority intermodal 
corridor - opening the door to a 
range of ground-breaking financing 
options - but the acquisition of 
federal approval came far more 
quickly than the necessary finance. 
Department of Transportation 
approval for an environmental 
impact statement was gained in 
early 1996, with the final approval 
of the Surface Transportation Board 
following soon after. 
An unusual feature of the route 
will be a new 10-rrule trench at the 
center of Alameda Street, which 
will carry the line under the existing 
road from route 91 in Compton, to 
25th Street in downtown Los 
Angeles. 
Linking the new route with 
existing rail lines at its northern end 
will require extensive construction 
work. A two-track link will be pro-
vided in between the corridor; over 
an existing bridge over the Los 
Angeles River; into Union Pacific's 
East Los Angeles Yard, and con-
nected with existing lines to the 
north. 
The Alameda Street route was 
chosen for the corridor in part 
because it would: provide conven-
ient connection points with the rail-
road main lines for travel outside 
Los Angeles; provide convenient 
rail connections to the San Pedro 
Bay ports, and impact the least 
number of residents, as compared 
to alternative corridors studied. 
The Alameda Corridor will dra-
matically improve railroad and 
highway access to the ports of Long 
Beach and Los Angeles. The two 
ports comprise the San Pedro Bay 
The route to be constructed 
along Alameda Street will include 
the elimination of all at grade high-
way crossing of the railroad, while 
consolidating 90 miles of branch 
line track into one 20-mile corridor. 
Traffic delay at grade cross-
ings will be reduced by 90 percent. 
Consolidating rail traffic and elimi-
nating highway grade crossings 
will eliminate, every day, 15,000 
hour of vehicle delay. Train stop-
pages will be reduced by 75 per-
cent; the construction of track in 
the below-grade trench, with new 
base material and the use of contin-
uous welded track, will help to pro-
mote a quieter operation. 
Assisted by state-of-the-art 
technology in centralized traffic 
control systems, the double-track 
corridor will reduce the number of 
times trains have to stop and wait 
for other trains to pass. 
Locomotive hours of operation 
will be reduced by 30 percent; rail-
road emissions reduced by 28 per-
cent. 
The construction to on-dock 
rail facilities and the increase in 
cargo containers of rail will reduce 
truck traffic by 23 percent. 
Alameda Corridor-East 
By 2020 it is expected that 25. 
percent of all U.S. waterborne 
international trade will come 
through Long Beach and Los 
Angeles ports. Southern 
California's current rail system 
won' t be able to handle that much 
freight. The Alameda Conidor 
Project is a $2 billion project (1998 
dollars). Of the $2 billion, $950 
million will be spent within the San 
Gabriel Valley (Alameda Corridor-
East). The project will be funded 
through a combination of federal , 
state, local and private sources and 
has an eight-year construction com-
pletion schedule. 
The corridor project, which 
will save 128 tons of air pollutants 
annually, is comprised of a distance 
of 35 miles through San Gabriel 
VaHey between East Los Angeles 
and Pomona, genera11y paralleling 
the 1-10 San Bernardino Freeway 
and SR-60 Freeway. 
The project serves an area of 
approximately 1.9 million residents 
and 30 municipalities. It connects 
the ports of Lo Angeles and Long 
Beach to the transcontinental rail 
network, creating a faster, more 
efficient method of distributing the 
expected (2020) $314 bi11ion annu-
al trade. 
The Alameda Corridor-East 
project claims bi-partisan support 
- including four congressional 
members whose districts are served 
by the project - David Dreir, Jay 
Kim, Estaban Torre , and Matthew 
Martinez. 
Proponents claim the project is 
ready to go; unanimously support-
ed; national model of how to 
increase global trade; improve 
mobility; solve freight/truck capac-
ity; reduce pollution, and provide 
for additional job . 
Container ships arrive at the 
ports of Los Angeles and Long 
Beach where they are transferred 
from ship to rail. Freight trains trav-
el up the Alameda corridor, which 
parallels Alameda Street. 
At Redondo Junction, trains 
enter the Alameda Corridor East. 
Southern Pacific Railroad generally 
parallels I-10 Freeway; Union 
Pacific generally parallels SR-60 
Freeway. At the Los Angeles 
Transportation Center (LATC), 
freight is trans-shipped to trucks for 
distribution onto the 5, 10, and 60 
Freeways. 
Air freight goes to truck and 
train in Ontario, then at Rialto 
Intermodal Center freight is trans-
ferred from train to truck. The 
Alameda Corridor-East (ACE) 
Construction Authority was created 
by the San Gabriel Valley Council 
of Governments (SGVCOG) to 
implement the project, which will 
be one of the largest transportation 
projects in San Gabriel Valley. 
The ACE project involves vari-
ous transportation safety improve-
ments at 55 grade crossings located 
along 35 miles of right- of-way 
throughout the San Gabriel Valley, 
including: roadway widening, 
restriping, traffic signal measures, 
and median improvements. 
DECEMBER 2000 
The ACE Construction 
Authority is comprised of seven 
jurisdictions: El Monte, Industry, 
Montebello, Pomona, San Gabriel, 
SGVCOG, and Los Angeles 
County. The ACE project will 
widen 14 roadways and grade sepa-
rate 21 rail eros ings throughout the 
most heavily used 47 crossings. 
Along the corridor, 13 grade 
crossings will receive some type of 
striping or widening improvements. 
These improvements will increase 
traffic capacity and improve circu-
lation at these intersections. 
A variety of median improve-
ments are being planned along the 
ACE corridor to discourage 
motorists from driving around low-
ered crossing gates. These 
improvements include: concrete 
barrier , four quadrant crossing 
arms, narrow barrier posts, and 
raised traffic dots. 
Traffic signal meao;ures involve 
improving the s ignals and warning 
s igns to maximize traffic through 
these intersections. The intercon-
nection between train detection and 
traffic signals will also be 
improved, to better control traffic. 
The ACE project will maintain 
the economic vitality of the San 
Gabriel Valley by preserving 
192,000 additional jobs projected 
for the San Gabriel Valley by 2020. 
International trade will double 
from the current 100 rrullion metric 
tons of cargo valued at $157 billion 
annually to $314 billion by 2020; 
without this project, gate down 
dwell time will double (the time 
spent waiting at crossings). 
Traffic delays would triple 
because of the 67 percent increase 
in rail traffic and the 40 percent 
increase in truck traffic. This proj-
ect will materially contribute to the 
national economy by adding 
700,000 new jobs to the California 
economy. 
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Community Bank's Strong Sales Culture Targe~ Small· and Medium·s~e Businesses According to CEO 
Community Bank, a commer-
cial bank with assets in excess of 
$1.1 billion, today reported pre-tax 
income of $6.0 million representing 
an increase of approximately 16.3 
percent over pre-tax income for the 
third quarter of 1999. Net income 
for the third quarter of 2000 was 
$3.5 million, as compared to $3.0 
million for the same quarter last 
year. Return on average equity and 
return on average assets for the 
third quarter of 2000 were 15.31 
percent and 1.21 percent respec-
tively, as compared to return on 
average equity and return on aver-
age assets of 14.14 percent and 1.15 
percent respectively, for the third 
quarter 1999. 
Net income for the nine months 
ended Sept. 30, 2000, was $10.2 
million, as compared to $8.6 mil-
lion for the first nine months of 
1999. Return on average equity 
and return on average assets for the 
first nine months of 2000 were 
15.12 percent and 1.21 percent 
respectively, as compared to 13.02 
percent and 1.12 percent for the 
first nine months of 1999. 
Total loans as of Sept. 30, 
2000, were $789.0 million repre-
senting an increase of approxi-
mately $82.9 million or 11.7 per-
cent over total loans on Sept. 30, 
1999. Total deposits on Sept. 30, 
2000 were $912.1 million repre-
senting an increase of approxi-
mately $53.0 million or 6.2 percent 
increase over total deposits as of 
Sept. 30, 1999. 
Non-performing assets as of 
Sept. 30, 2000 totaled $4.4 million, 
as compared with $5.8 million as of 
Sept. 30, 1999. The bank's reserve 
for loan losses as of Sept. 30, 2000 
totaled $11.7 million or 1.5 percent 
of total loans as compared to $11.5 
million or 1.6 percent of total loans 
as of Sept. 30, 1999. 
Additionally, the bank's capi-
tal ratios remain exceptionally 
strong with Tier 1 leverage, Tier 1 
risk-based capital, and total risk-
based capital ratios of 7.81 per-
cent, 9.56 percent, and 10.81 per-
cent respectively, as of Sept. 30, 
2000. All three ratios exceed the 
regulatory requirements for a 
well-capitalized bank. 
Clint Arnoldus, president and 
CEO remarked, "I continue to be 
pleased with the progress the bank 
is making toward our goal of 
advancing Community Bank as one 
of the premier business banks in 
Southern California. Our strong 
sales culture has allowed us to 
effectively target our market niche 
of small- and medium-sized busi-
nesses, which in turn has led to our 
growth of loans and deposits." 
Community Bank serves com-
munities in Los Angeles, Orange, 
San Bernardino and Riverside 
Counties through a network of 13 
business centers. 
in Progress 
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EMPLOYMENT 
Manpower Profiles Riverside and San Bernardino Job Markets 
Riverside-Job market opti-
mism will extend into the new 
year, according to the "First 
Quarter 2001 Employment 
Outlook Survey" issues by 
Manpower Inc. 
"In our survey of hiring inten-
tions for the January/ 
February/March period," Evlyn 
Wilcox of Manpower stated, 
"Forty seven percent of firms 
queried plan staffing level increas-
es; 10 percent project reductions, 
and 40 percent expect no changes 
during the winter months. The 
other three percent are uncertain of 
their needs. 
"Three months ago, the pace 
was similar, when 50 percent 
anticipated workforce additions, 
while 13 percent thought payrolls 
were too high. At this time last 
year, the pattern was strong, but 
not as active, as 33 percent pre-
dicted personnel gains and three 
percent reported cutbacks were 
planned." 
This winter, new positions are 
most probable in: construction, 
non-durable goods manufacturing, 
transportation/public utilities, and 
education and public administra-
lion. Wholesale/retail merchants 
and services firms report mixed 
intentions. 
San Bernardino--A satisfac-
tory staffing pattern is taking 
shape for the San Bernardino area 
as the new year begins. 
" In our survey of hiring inten-
tions for the January/February/ 
March period," Wilcox noted, 
"Twenty percent of firms queried 
plan staffing level increases; 10 
percent project reductions, and 67 
percent expect no changes during 
the winter months. The other three 
percent are uncertain of their needs. 
"Three months ago, the out-
look was strong, when 37 percent 
anticipated workforce additions, 
while 10 percent thought payrolls 
were too high. At this time last 
year, conditions were slightly 
more upbeat, as 27 percent pre-
dicted personnel gains and 13 per-
cent reported cutbacks were 
planned." 
This winter, job prospects 
appear best in education and pub-
lic administration. Mixed hiring 
signals are reported in durable 
goods manufacturing, wholesale/ 
retail trade and services. 
SBA-Backed Financing to Small Businesses Hit Record High 
American small businesses 
received a record of $17.96 billion 
in financing, backed by the U.S. 
Small Business Administration 
(SBA) during the recently complet-
ed fiscal year, announced SBA 
Administrator Aida Alvarez. 
Alvarez also announced that 
records were set in venture capital 
financing, total loan dollars, and 
dollars in loans to both minorities 
and to women. In addition, the 
agency's technical assistance pro-
grams reached a combined 1.23 
million entrepreneurs. The total for 
loans and venture capital financing 
of $17.96 billion exceeded last 
year's total by more than $1.5 bil-
lion. 
"The SBA's accomplishments 
last year, and over the past eight 
years, have been a significant factor 
in the creation of nearly six million 
new businesses and more than 22 
million jobs since 1993," Alvarez 
added. "Seventeen million of those 
new jobs were created by small 
businesses. 
"Since the end of fiscal year 
1992, the SBA has backed more 
than $83 billion in loans to small 
businesses, more than in the 
agency's entire 40-year history 
before that time," the administrator 
said. 
In FY 2000, which ended Sept. 
30, 2000, the SBA approved a com-
bined total of 50,420 loans amount-
ing to almost $12.37 billion, includ-
ing: 
43,748 loan guarantees 
amounting to $10.52 billion in the 
General Business Loan Guaranty 
program, a four percent increase in 
loan dollars from the previous 
record set in FY 1999; 
• 4,565 loans worth more than 
$1.8 billion under the Certified 
Development Company (CDC) 
loan program. 
The Santa Ana District office, 
which services Orange, Riverside, 
and San Bernardino counties, pro-
duced 1,349 total loans for a com-
bined dollar amount of $512 mil-
lion. The total number of loans fell 
87 from last year. The total dollar 
amount was 'a new record for the 
Santa Ana- District office, and was 
the third highest dollar volume in 
the nation. 
A record 30 percent of all SBA 
loan dollars in FY 2000 went to 
minority borrowers-more than 
$3.7 billion-to 13,184 minority-
owned businesses. SBA also made 
~ 
almost $2 billion in loans to small 
businesses owned by women, also a 
record. On the local level, 659 or 49 
percent of the total number of loans 
made went to minority and women-
owned businesses. 
~ BARTER EXCHANGE ® Additional Business through Bartering (The P ersonal Toucli) Attention Business Owners! How would you like more CASH in your pockets? 
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15 YEARS IN BUSINESS 
GOOD NEWS FROM THE FRONT ... WE ARE NOW 
SERVING THE HIGH DESERT. CALL OUR NEW OFFICE (760) 952-3336 ASK FOR KEN OR TONY. 
Professional human resources 
& administrative services staffing 
at your fingertips 
HR Solutions 
serving the Inland Empire beginning January, 2001 
Call our pre-opening office 
(909) 743-4113 
www .hr-solutions.com 
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Business Brokerage Firms Serving the I.E. 
/ .1\lt d \ IJ•Iwl>< II< ally 
Company Name $ Sales Volume: II Offices I.E. 
Address Fiscal Year 1998-99 li Offices Total 
City, State, Zip Fiscal Year 1999-00 
C~llBriPlH~ 4,000,000 1 
2612 E. Garvey Ave. WND 2 
West Covina, CA91791 
Ceatary ll Wri&lll 159,000,000 73 
27525 Jefferson Ave. 172,000,000 I 
Temecula. CA 92590 
o-t S.lld& 8.._ Bnbn N/A 
43725 ~Ave., Sk. E 
Palal Desert, CA 92260 
Los Arcos Realty WND 
72-711 Ramon Rd., Sle. 4 
Thousand Palms, CA 92276 
.... I .. Prllctke Sales WND 0 
364 E. First St. 3 
1'ulia, CA 92780 
Professional Realty Assoc. 5,000,000 2 
74-040 Highway Ill 10,000,000 2 
Palm Desert, CA 92260 
Predndal ,...,..._ .,.., ..... WND 1 
P.O. Box 1968 1 
Big Bear Lake, CA 92315 
Qaian BllSilless Sales WND 
6825 Magnolia Ave., Ste. C 
Riverside, CA 92506 
S..l BliSIMss SUs WND 
22365 Bartoo Rd., 1208 
Graod Thrrace, CA 92313 
II Agents I.E. Specialties Headquarters 
Year Founded 
20 Motels, Gas Stations, West Covina 
1999 Car Washes, Prescbools 
3 Residential Real Estate, Temecula 
1990 Commercial Lease. 
Small Business Sales/Property 
2 Business Brokerage for All'i)'pes Palm Desert 
2000 and Sizes of Busi~ & 
Professional Practk:es 
3 Commercial Property, Thousand Palms 
1985 Apartments Nationwide 
s Practice Appraisals. 'JUstin 
1966 Practice Sales, 
Professional Business Sales 
6 Business Opportunities, Palm Desert 
1980 Gas Stations, 
Car Washes 
21 Real Estate Sales, Big Bear Lake 
1996 Real Estate Listings 
4 Busmess Opportunities Riverside 
1957 
2 Small Business Sales, Grand Ten ace 
1989 Business Evaluations, 
Commercial Properties, Business Loans 
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Ten Reasons to List Your 
Property During the Holidays 
November and December aren' t 
just the months for Thanksgiving 
turkey and Christmas trees. 
According to James Joseph, co-
owner of eight real estate offices in 
three Southland counties, they are 
also excellent months to list property 
for sale. 
"Don' t listen to what they say 
about selling your house during the 
holidays," Joseph said. "Buyers pur-
chase property all year round!" 
He cites 10 reasons why sellers 
should not sit out during November 
and December: 
1. November and December buyers 
are the most serious buyers you 
could hope for! 
2. Homes "show better" when they 
are decorated for the holidays. 
3. There is less competition. 
4. There is plenty of mortgage money 
available. 
5. Lenders aren' t as busy and can 
process loans faster. 
6. Many large corporations move 
executives during the holidays. 
7. Job transferees will take holiday 
vacation days to house hunt. 
8 . Our exclusive buyers division is 
attracting more buyers than ever. 
9. Special promotions are planned 
throughout the holidays to keep mar-
keting active on listings. 
10. Many investors want to close 
escrow by the end of the year for tax 
purposes and are, consequently, 
highly motivated. 
The James Joseph chain is man-
aged locally by Rick Rokuskie in 
Riverside (909) 781-6200 and Norm 
Ballard in Corona (909) 371-5478. 
Joseph urges those who are ready to 
list their home or property to get 
started now. He is the co-owner of 
internationally award-winning 
offices. The chain of eight real estate 
offices, are 100 percent owned and 
operated by James Joseph and Jimmy 
La Peter. The offices span three 
counties and have more than 350 
sales associates. 
Seniors Dropped ••• 
continued from page 24 
Medicare HMO was considered to 
at least be a viable choice for those 
who could not afford more expen-
sive alternatives; today, it is not. 
Weiss warns that most seniors 
will be forced into one of three dif-
ficult situations: 1. sub-standard 
health care under some form of 
welfare; 2 . burdensome spending 
out-of-pocket for bills that 
Medicare fail s to cover, or 3 . 
Medicare supplement insurance 
(Medigap) which can often be 
overpriced. . 
" However, with some effort 
and proper information, seniors 
can st ill hope to fi nd reasonably 
priced health cove rage," Weiss 
added . 
Whether they have been 
dropped from an HMO or not, 
Weiss Ratings recommends that 
seniors seriously consider return-
ing to Medicare while buying a 
good Medigap policy. However, 
consumers should buy only those 
benefits they truly need , and shop 
around carefully to avoid overpric-
ing, which is still common in the 
industry. 
Consumers needing more 
information on the financial safety 
of a spec ific company may pur-
chase a rating or analysis directly 
from Weiss by calling 800-289-
9222. 
Subscribe Now. (909) 484-9765 Ext. 27 
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Real Estate Notes 
Kevin Assef, regional manager for the Onlario office of Marcus & Millichap Real 
Estate Investment Brokerage Company announced the sa le of Orchard 
Hardware Plaza. The property sold for $10, I 00,000. The principals were repre-
sented by Alan Krueger and Douglas Froehike of Marcus & Millichap's 
Ontario office. The property is a Neighborhood Shopping Cenler localed at 8998-
9166 Foothill Boulevard, Rancho Cucamonga .... Essex Realty Management Inc. 
of Costa Mesa was selected 10 manage the 895,000-square-foot Ontario 
Distribution Center in Ontario. A&B Properties recenlly acquired the industrial 
project from Prudential Real Estate Advisors .. .The sale of Gage Park 
Apartments was announced by Kevin Assef, regional manager for the Ontario 
office of Marcus & Millicha p Real Estate Investment Brokerage Company. 
The property sold for $2,055,000. The principals were represented by Alex 
Mogbarebi of Marcus & Millicbap's Onta rio office. The property is a 72-unit 
apartment complex located at 540 E. Wier Road, San Bernardino .... American 
Products has purchased a 72,000-square-foot industrial property in Corona for 
$3.55 million. Localed at 252 Granite St., the concrete tilt-up projecl is situated on 
4.75 acres in the Corona Hills Industria l Center master-planned business 
park ..... Rio Vista Village in Calhedral City has moved into full swing. Rio Vista 
Land Company is currently selecting builders !hat will build Rio Vista Village's 
family-style neighborhoods which will offer homes priced from the low $1 OO,OOOs 
to the $200,000s. Rio Vista Village's information center is scheduled lo open for 
pre-sales early next year, followed by the grand opening of the community's model 
home pavilion in the fall of 2001. Addilional information about Rio Vista Village 
is available by calling (760) 746-8478 ... John Laing Homes, winner of the 
"Builder of the Decade" award has developed nine successful communities that 
include Chino Hills, Ontario, Rancho Cucamonga, Corona, and Riverside. For 
more information about John Laing Homes developments in the Inland Empire, 
please call (909) 481-7700 ... Western Realco of Newport Beach announced the 
sale of a new 126,000-square-foot manufacturing/distribution building and the 
lease of a new 51,000-square-foot building in its Promenade Business Park in 
Corona to Granite Holdings and Armstrong Industries, respecttvely, valued at 
over $7 million .. California Capital Companies announced that liS Espinoza 
Realty division has joined the Century 21 team and will be known as Century 21 
de Oro ... Cf Realty Corp., a Newport Beach-based real estate mvestment and 
development company, has sold a 27,500-square-foot industnal center located in 
Upland, to A&A Produce for $1.18 million .... Kevin Assef, regtOnal manager for 
the Ontario office of Marcus & Millicbap Real Estate Investment Brokerage 
Company announced !he sale of Airport Park Plaza. The property sold for 
$2,050,000. The principals were represented by Drew Wetherholt and Matt 
Sullivan of Marcus & Millicbap's Ontario office. The property is an office build-
ing located at 255-275 N. El Cielo Road, Palm Springs ... Essex Realty 
Management Inc. of Costa Mesa, was selected to manage the 895,000-square-foot 
Ontario Distribution Center in Ontario, by A&B Properties that recent!} 
acquired the induslrial project from Prudential Real Estate Advisors Rick 
McCune & Associates represented the seller, a local family trust. .. Thc sale of 
Thin Palms Apartments was announced today by Ke,·in Assef. regional manag-
er for the Ontario office of Marcus & Millichap Real Estate Investment 
Brokerage Company The property sold for $1,060.000. The princ1pals were rep-
resented by Alex Garcia and Jason Phillips of Marcu~ & Millichap's Ontario 
office. The property 1s a 32-unit apartment complex located at 7440 Magnolia 
Avenue, Riverstde .. .Sun City Palm Desert opened 1ts ~ccond community club-
house The Shadow Hills Clubhouse and Recreation Center 1s nearly 30.000 
square feet The amenities include a 4,200-square-foot outdoor resort-style S\\im· 
ming pool with spacious sun decks surrounded by hrealhtaking landscaping. for 
information, visit the commumty's Web silc at www.suncJty.com 'palmdcsert or 
phone (800) 422-5932 ... CB Richard Ellis, broker ot Fair\tay Business Centre on 
Empire Lakes Golf Course announced that they have stgned the Centre's first ten-
ant, Smith Environmental Corporation. The corporation will occupy I 1,000 
square feel on the ground floor of one of the !win 45,000-square-foot office build· 
ings. Empire Lakes Center is a 380-acre master planned business center. For 
more information, please contact Jay Dick at (909) 418-2149 or Natalie 
Bazarevitsch al (909) 418-2130 ... 
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MedUnite ... 
continued from page 20 
Consulting is one of the world's 
leading e-business consulting 
firms, providing services in all 
aspects of enterprise transforma-
tion,_ from strategy and processes 
to information technology and 
h uman resources. The firm's e-
business professionals help clients 
create, defend and/or reinvent their 
business and economic models by 
guiding them through the com-
plexi ties of the evolving digital 
economy. Deloitte Consulting is 
part of Deloitte Touche Tohmatsu, 
o ne of the world 's leading profes-
sional services firms, which pro-
vides assurance and advisory, tax, 
and consulting services through 
more than 90,000 people in over 
130 countries. Deloitte Touche 
Tohmatsu serves nearly one-fifth 
of the world 's largest companies as 
well as large national enterprise, 
public institutions, and successful 
fast-growing companies. For more 
information, visit the company's 
Web site at www.dc.com. 
Sun Microsystem s (TM) in 
Healthcare 
The advent of the Internet is 
redefining the fundamental struc-
tu res of quality and affordable 
patient care and payer services. 
The successful healthcare and 
ins urance organizations are those 
that are forward looking and 
understand the dramatic impact of 
the Internet as the industrial revo-
lution of medicine in the new mil-
lennium. SunMicrosystems is 
committed to elevating the level of 
patient care and payer services, 
and lowering total cost of owner-
ship via proven network-based 
computer technology that is 
scalpel, reliable and secure. 
X C are.n et 
XCare. net is a leading 
provider of strategic e-business 
portals and business-to-business 
Internet solutions. The company 
builds miss ion-critical Web sites 
and leverages its XML-based 
architecture and a proprietary set 
of search, filtering and integrat ion 
technologies, in conjunction with 
the Extensible Top Mapping 
(XTM) publishing standard to pro-
vide a mass-customized and per-
sonalized e-business environment. 
This is tailored to enhance the 
client's personalized brand and to 
process high value transactions 
and mission-critical applications. 
In addition to cost savings, 
XCare.net facilitates revenue-gen-
erating opportunities for organiza-
tions through its products and sen:-
ices. For more information, visit 
www.XCare.net or contact Eve 
Dryer of MedUnite, (215) 238-
4121; cellular (215) 519-8161. 
ReaiTax Offers Online E xit 
Strategy Calculators 
Rea!Tax, an accounting firm 
that specializes in real estate 
taxation, announced that its Web 
site www.realtax.com now fea-
tures a set of four calculators 
designed specifically for real 
estate investors. These calcula-
tors are customized for owners 
of tncome producing real estate 
to help determine the best sell-
ing strategy for their properties . 
The ReaiTax Web site is 
packed with informative arttdes 
on real estate taxation that focus 
on tax-saving opportunities for 
investors when buying, owning 
and selling income property 
along with providing other valu-
able information to accounting 
professionals . 
Strong Apartment Market Trends 
The Department of Commerce 
noted that the Inland Emptre apart-
ment market is among the fastest 
metropolitan growth rates tracked 
in the country. Investor interest has 
remained healthy as the local and 
regional economy remained on a 
steady growth course. 
At year end 2000, rent 
growth should continue to 
accelerate. Recently, the 
Inland Empire market was 
ranked ni nth nat ionally for 
g rowth wi t h inc reases u p to a 
7 .6 pe rcent ove r the sam e per i-
od last y ear. 
PAGE 38 • INlAND EMPIRE BUSINESS JOURNAL 
IEHP_--
continued from page 21 
setvice health care delivery system. 
In addition to its accreditation 
program, NCQA administers the 
Health Plan Employer Data and 
Information Set (HEDIS®). This 
standardized set of more than 60 
performance measurements evalu-
ates health plans in five major areas: 
quality, access and patient satisfac-
tion, membership and utilization, 
finance, and descriptive information 
on health plan management and 
advertising. IEHP participates in the 
HEDIS® data collection and report-
ing effort on an annual basis. 
In the state of California, there 
are 52 Knox-Keene licensed health 
plans, and IEHP joins 12 other 
health plans that have received 
NCQA accreditation. For those 
health plans serving the Medicaid 
population in California, IEHP i<i 
one of two plans; Kaiser Foundatioo 
Health Plan of Southern California 
is the other that have received 
NCQA accreditation for their 
Medicaid program. Nationally, there 
are 63 NCQA accredited plans that 
offer Medicaid, and only five of 
these plans offer Medicaid exclu-
sively, as of Sept. 15, 2000. 
NCQA Web site in the following 
categories: Aca:ss and Service, 
Qualified Providers, Staying 
Healthy, Getting Better, and Living 
with Illness.. Each category can have 
from zero to four stars designating 
the health plan's compliance. 
-nus achievement is a credit to 
our physicians, the IPAs, hospitals, 
and of course the IEHP Team," said 
Dt. Btadley P. Gilbert, IEHP med-
ical directoc "It is exciting that 
NCQA bas recognized our commit-
ment to and delivery of high-quality 
care to our membels.." 
For more than four years, IEHP 
bas provided health care coverage to 
residents of the Inland Empire and 
aJ.most 600,(0) people have been 
members dming this time-or about 
19 pen:ent of the total population in 
the Inland Empire. 
IFHP is vesy proud to have 
received NCQA accreditation as it 
~ the bealtb plan in its constant 
quest to iDaease the quality of care 
our members receive. It is our mis-
sion to provide the highest level of 
cpWity medical services to residents 
of the Inland Empire. 
The organization believes it 
provides one of the best health 
education and preventive pro-
grams in the country, including 
NCQA sorts health plan results 
into a specific reporting framework 
that is easier for coOSUIDeJS and the 
public to understand. 1be survey 
results are then published on the 
programs oo smoking prevention. 
For- more details on IEHP, visit the 
Web site at www.iehp.org, or for 
i:nfonnatioo on the NCQA health 
plan quality audit program, visit 




LifePoint Inc. Reports Completion 
of its Alpha Test System 
LifePoint Inc. demonstrated 
their developed Alpha test can 
automatically and accurately detect 
the presence of alcohol in each of 
the National Institute of Drug 
Abuse's (NIDA) five designated 
drugs of abuse: marijuana, cocaine, 
amphetamines, methampheta-
mmes, PCP, and opiates. The com-
pany announced the completion of 
validation of its Alpha testing sys-
tem and therefore the conclusion of 
the design and development phase 
for its LifePoint Test System. 
Emphasis is now focused on pilot 
manufacturing and Beta test field 
evaluations scheduled for early 
2001. 
"This is an important milestone 
in the company's development," 
commented Linda H. Masterson, 
president and chief executive offi-
cer. " We are very pleased to 
announce the validation of the 
Alpha test system on time and 
under budget. We completed the 
development of the Alpha test 
instruments and cassettes in 
October, and after extensive test-
ing, finalized the product design. 
Cordillera ... 
continued from page 31 
District, and after graduation, they 
can continue their studies close to 
home at the University of Redlands 
or Crafton Hills College. 
Strong, experienced and keenly 
sensitive to the needs of today's 
homebuyers, Classic Pacific is the 
Southern California division of 
Elite Properties of America, Inc., a 
highly respected Colorado-based 
homebuilding firm that has earned 
the confidence of more than 4,000 
homebuyers since 1990. The com-
pany's success reflects its commit-
ment to achieving complete cus-
tomer satisfaction by designing and 
building homes of the best possible 
quality and selling them at the best 
possible price. 
To discover all the advantages 
that have made Cordillera a 
resounding success before it sells 
out; exit the Interstate 10 Freeway 
We have initiated the development 
of the high-volume production 
molds; the parts from these molds 
will be used in the final product and 
for our Beta test system field evalu-
ations scheduled for early 2001. 
We are very excited to now 
advance this product into the final 
stages of commercialization-man-
ufacturing and marketing." 
The development and testing of 
the Alpha unit is the final phase of 
the product development process of 
the LifePoint Test System. The 
quantitative results can be obtained 
quickly from a small sample of sali-
va with widespread potential appli-
cations in the workplace, law 
enforcement and medical commu-
nity. 
" Extensive testing of the Alpha 
has proven that the LifePoint Test 
System will be able to provide an 
easy-to-use, accurate, non-invasive 
and rapid means for the on-site 
detection of drug and alcohol 
simultaneously from saliva," stated 
Thomas J . Foley, Ph.D., senior vice 
president of research and develop-
continued on page 44 
at Ford Street in Redlands.Tum 
right (south) and continue to 
Redlands Blvd.; tum right (West) to 
Redlands Blvd. and follow it to 
Highland Ave.; tum left (South) to 
Highland Ave. and continue to 
Center St. then tum left (East) to 
Center St. Proceed to Crescent 
Ave. and turn right (South) to 
Crescent Ave.; continue to 
Alessandro and turn left (South) to 
Alessandro. Proceed past Sunset 
Drive to Sunset Hills Lane. Tum 
left (East) to Sunset Hills Lane to 
the community, where furnished 
models are open daily from 11 a.m. 
to 5 p.m., except for Thursday and 
Friday. 
Additional information is available 
by calling Patty Simonson, sales 
counselor, at (909) 792-5881 or for 
special viewing appointments, 
please page Patty at (909) 872-
9078. The Cordillera models can 
also be viewed on the World Wide 
Web at www.classichomes.com. 
• 
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Mellon 1st Business Bank Brings Tradition of Excellent Service to the Inland Empire 
Mellon 1st Business Bank has 
opened a new office in the Inland 
Empire, bringing to seven the num-
ber of full-service locations it oper-
ates in Southern California. A full-
service commercial bank, Mellon 
1st Business Bank, was founded in 
1981 to serve medium-sized busi-
nesses . 
"Mellon 1st Business Bank is 
committed to delivering the highest 
level of service and expertise to its 
clients in the Inland Empire," said 
Klaus Schilling, president and chief 
operating officer of Mellon 1st 
Business Bank. "Through our rich 
product resources and a 20-year tra-
dition of providing excellent cus-
tomer service, we are confident that 
the Inland Empire won't be disap-
pointed." 
In a recent customer satisfaction 
survey conducted by Greenwich 
Associates, Mellon 1st Business 
Bank ranked 13 percentage points 
higher in perfonnance in every cate-
gory surveyed compared to their 
peer group. These results stand testa-
ment to the bank's commitment to 
"Service Beyond Expectation." 
Leading the bank's new Inland 
Empire outreach, as regional vice 
president, is Larry Echelmeyer. 
Echelmeyer has worked in the bank-
ing industry for nearly 30 years. 
Most recently he was executive proj-
ect manager and consultant for IBM 
Corporation, where he was involved 
--------------~11111•i93;i1•1;J~ 111~--------------
Canyon National Bank Receives 
Outstanding CRA Rating 
Investing in the community it 
serves has earned Canyon 
National Bank the highest rating 
possible under the federal 
Community Reinvestment Act 
(CRA), a feat achieved by a very 
small percentage of banks. 
''We have always considered 
serving our community an impor-
tant part of our business and we're 
proud to have received an "out-
standing" CRA rating from the 
Office of the Comptroller (OCC), 
the federal agency responsible for 
examining national banks," said 
Stephen G. Hoffmann, president 
and chief executive officer of 
Canyon National Bank. 
According to the examination 
report, Canyon National Bank 
demonstrates excellent involve-
ment setving the community, 
donating time and resources in 
addition to financial services. 
"Canyon National Bank is 
locally owned and managed, so 
we really care about the people in 
the communities we serve," 
Hoffmann explained. "It is our 
responsibility to help local busi-
nesses and individuals get the 
financing they need to be success-
ful. "Continuing its tradition of 
community service, Canyon 
National Bank has opened a new 
branch in Palm Desert. 
"We understand how impor-
tant it is to have a local bank that 
cares about your needs," 
Hoffmann explained. "That's why 
we are opening a second branch in 
Palm Desert: We want to make it 
even more convenient for our cus-
tomers to take advantage of all the 
services Canyon National Bank 
offers." 
The Palm Desert branch is 
located at 74-998 Country Club 
Drive, Suite 220, in the Ralph 's 
shopping center. The phone num-
ber is (760) 776-1500. 
Canyon National Bank is a 
locally owned and operated full-
service commercial bank and a 
member of the FDIC. The Palm 
Springs branch is located at 1711 
East Palm Canyon Drive inside 
the Smoke Tree Village Shopping 
Center near the corner of Sunrise 
and Palm Canyon Drive. Shares of 
the bank's common stock current-
ly are being traded on the Over 
The Counter Bulletin Board 
(OTCBB) under the symbol 
CYNA. For more information, 
call the Palm Springs branch at 
(760) 325-4442, or visit the 
Website at CanyonNational.com. 
in a Web-based banking project. 
Previously, he was senior vice presi-
dent and director of operations for 
Home Savings of America and also 
held a variety of senior vice presi-
dent positions for First Interstate 
Bank of California, where he began 
his banking career in 1971. 
Mellon 1st Business Bank pro-
vides a broad array of financial serv-
ices designed for middle-market 
companies, with annual revenues of 
$3 million to $250 million, and their 
owners. Working with other Mellon 
affiliates nationwide, Mi!llon 1st 
Business Bank delivers lines of 
credit, equipment financing, real 
estate financing, cash management, 
trade finance, private banking, leas-
ing and investment management 
services. 
In addition to the Inland Empire 
office, Mellon 1st Business Bank's 
Southern California locations 
include its Los Angeles headquarters 
and regional offices in: West Los 
Angeles, Orange County, the San 
Fernando Valley, San Diego, and the 
South Bay. 
Since 1998, Mellon 1st Business 
Bank has been a wholly-owned sub-
sidiary of Mellon Financial 
Corporation and a part of Mellon 
West, a division of Mellon. Based in 
Los Angeles, Mellon West provides 
financial products and services to 
individuals and businesses in the 13 
western states. It consists of 30 busi-
ness lines employing more than 
1,700 people in 45 offices through-
out the region. 
You can reach Larry Echelmeyer at 
430 Vineyard Avenue, Suite 210, 
Ontario (909) 972-2100, or on the 
Web at HYPERLINK "http:// 
www.mfbb.com" or http:// 
www.mjbb.com. 
F:aust prmted the highest resolut1on m recorded history and Won a maJor award m lntemational 
competition. Out of 5600 entnes from 76 different 
countries, a panef of experts judged our high-resofution 
poster (at 1, 110.80 line screen or 5 mifl1on dpi) as the 
Winner! By pushing the limits of resolution, we know more 
about what 1t takes to pnnt sharper and more colorful images 
than anyone else. What we have achieved is far beyond what 
other printers print. so doesn't it stand to reason that we 
can print the standard lower resolutions, that are much 
easier to print better than anyone else. Let Faust 
Printing prove that they can improve your pnnted 
image at no more than what you're paying now. 
For InformatiOn calf Don Faust 
Faust Prif1t1ng, Inc. 
8656 U/lea A VII Svite 1()() 
Ranello Cucam(}(I(IJ. California 91730 
Phone· 909.980 1577 
Wlbslll WWWfdUS/pnntmg.CDm 
f-maH 1nfr10fauslpnnting com 
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County Schools Administrator Receives Award 
Terry McLaughlin, assistant 
superintendent for the San Bernardino 
County Superintendent of Schools 
(SBCSS), has been presented the 2000-
2001 Exemplary Special Education 
Administrator Award by the California 
State Federation Council for 
Exceptional Children. The award rec-
ognizes outstanding leadership and 
support of administrators, teachers, 
parents, and students. 
McLaughlin is the assistant super-
intendent of the student services divi-
sion for SBCSS, which serves pre-
school, special education, and alterna-
tive education students. 
County Superintendent Herbert 
Fischer remarked, "Terry is a shining 
example of what dedication to the 
educational process is all about. We 
are extremely fortunate to have him 
leading our programs which provide 
direct service to students in the class-
room." 
Innovation Village at Cal Poly Pomona-Created 
by the Efforts of the University and Industry 
(Poly Trends Magazine) 
In today's fast-paced world, no one 
can ever have too much knowledge. 
Leaders of business know this. 
That is why so many companies are 
going back to school, seeking an edge 
that will separate them from the com-
petition. 
Realizing the advantage such a 
partnership can offer, Cal Poly Pomona 
is creating Innovation Village, a 65-
acre modern technology park where the 
university 's resources can interact with 
numerous high-tech companies. 
But the companies won't be the 
only ones learning. 
Community members will also be 
able to glean valuable information 
through enhanced reality-based teach-
ing, research and student internships. 
Companies located within 
Innovation Village will have access to 
the full array of university support 
services and will be connected with the 
universaty's macrowave and satellite 
broadcastang and communications sys-
tems. 
Consider a cert!flcate program from the College of Extended learning at 
California State University, San Bernardino. 
All certificate programs are offered In the evening or weekends, and most 
can be completed within a year. You receive hands-on training from knowl-
edgeable Instructors In sldlls employers wanl 
Current Certificate Programs: 
• Computer Applications • Flnandal Planning 
• Management Practices • PC Technical Support 
• Mortgage Banldng • Administrative Support 
• Human Qesources • Computer-Aided Drafting 
• Geographic Information 
Systems (GIS) 
• fundamentals of 
Nonprofit Management 
• Grant Development & 
Management 
for more Information or to receive a 
tree course catalog, call Extended 
Leamlns at (909> aao-5981. ext. 230 
or aaess: http://cel.csusb.edu 
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The Bank of Hemet Reports 
Earnings for Sept., 2000 
The Bank of Hemet (NASDAQ 
Bulletin Board: BHEM,OB) 
announced net income for the quar-
ter and nine months ended Sept. 30, 
2000. 
Net income for the quarter 
ended Sept. 30, 2000 was $919,000 
or $1.05 per share (diluted), com-
pared to net income of $404,000 or 
$0.47 per share (diluted) for the 
same period in 1999. Net income 
for the nine months ended Sept. 30, 
2000 was $2,364,000 or $2.71 per 
continued on page 43 
City National Corporation Reports 
Record Net Income for Quarter 
City National Corporation is a 
publicly-owned corporation with 
$8.9 billion in total assets, whose 
stock is traded on the New York 
Stock Exchange under the symbol 
"CYN." 
The corporation's wholly-
owned subsidiary, City National 
Bank, is the premier independent 
private and business bank with 
headquarters in California. The 
institution provides banking, trust, 
and investment services in 50 
Cali fornia offices, including 
Riverside and San Bernardino. 
City National Corporation 
announced a record net income of 
$34.2 million for the third quarter, 
which amounts to a 22 percent rise, 
marking the 25th consecutive quar-
ter of year-over-year double-digit 
net income growth. 
Metro Commerce Bank Announces Internet Banking 
Metro Commerce Bank 
("Metor") has announced the 
release of its virtual branch, 
MetroNet Banker. Metro will pro-
vide online banking via its Web ite: 
www.mcbf.com. 
MetroNet Banker will allow 
hank customers to perform online 
transactions, pay bills, view 
account history, place stop pay-
ments, generate address changes, 
purchase U.S. Savings bonds, 
reorder checks and much more. 
According to Charles 0. Hall, 
president and CEO, "We are excit-
ed to offer our customers the abili-
ty to bank online. It is important 
for us to continue to offer our cus-
tomers the most up-to-date techno!-
ogy and services. With MetroNet 
Banker, we will be providing com-
plete 24-hour access to account and 
transaction information, as well as 
the ability to pay bills and manage 
finances. 
Metro Commerce Bank and its 
branch offices, along with its SBA 
and construction loan divisions, 
serve customers throughout the 
San Francisco Bay Area and 
Southern California with offices 
located m: San Rafael, Petaluma, 
San Francisco, South San 
Francisco, Hayward and Upland 
Shares of Metro 's parent company, 
MCB Financial Corporation is 
available on the Internet at 
www.mchf.com. 
The Myths of Prepaying Your Mortgage 
by Wally Nikowitz, CPA, Better Home 
Financial Inc. 
Often people ask me whether they 
should prepay their mortgage. In most 
cases, the answer is "NO." 
We all receive phone calls and 
mail offerings to tum our 30-year loan 
into a bi-weekly payment loan. 
Normally they justify the $400-$500 
up-front fee and $10 a month fee by 
telling us that we will save tens of 
thousands of dollars in interest over the 
life of the loan. Although this approach 
will save money over the life of a mort-
gage, they never tell you about the lost 
opportunity of investing elsewhere .. 
Before you consider prepayang 
your mortgage, consider using the 
same money in a more efficient man-
ner. First, pay off any installment or 
revolving accounts. The earnings here 
will grow tax-free and in many c:ases 
employers will match contributions. 
After taking advantage of these two 
opportunataes, invest any. exce~ 
money. If you have any quesuons, ca 
909-394-5626. 
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Mizell Senior Center Meals on Wheels Palm Springs Tourism 
Receives National Certification Changes Name 
Following an extensive site 
visit and review, the Mizell Senior 
Center Meals on Wheels Program 
has received a National Nutritional 
Certification from the Meals on 
Wheels Association of America. 
The Mizell Center Meals on 
Wheels Program is one of only six 
such programs to receive the certi-
fication in California and the first in 
Riverside County. The accredita-
tion acknowledges that the program 
has demonstrated the highest stan-
dards in the industry by providing 
efficient, effective services and by 
being accountable to the communi-
ty it serves. 
The Mizell Center Meals on 
Wheels program provides meals to 
150 homebound seniors every 
weekday and frozen meals for 
those on the program requiring the 
service on weekends. "Mizell 
Senior Center is proud to have been 
selected for certification," stated 
Ben Green, executive director. 
Green continued, "This certifica-
tion shows the community that we 
exercise the highest standards in 
our Meals on Wheels Program and 
also shows our community support-
ers that their contributions to sup-
port the program are put to good 
use." 
Maria Gademans, program 
coordinator, stated, "This certifica-
tion reflects well on every individ-
ual, volunteer and employee who 
work so hard to maintain the high-
est standards for the seniors we 
serve." 
For information on Meals on 
Wheels, contact Maria Gademans 
at (760) 322-4485 or Mizell Senior 
Center, on the comer of Ramon and 
Sunrise in Palm Springs, at (760) 
323-5689. 
Strong Sales Continue at Del 
Webb's Sun City Palm Desert 
Del Webb announced today 
that during the first quarter, the 
company's 2001 fiscal year, Sun 
City Palm Desert continued to post 
strong sales. 
For the period July 1 through 
Sept. 30, 2000, Sun City Palm 
Desert reported a 21 percent 
increase in the number of new 
home sales. Net sales were 98, 
compared to 81 during the same 
period last year. 
"The summer months are usu-
ally our most challenging time of 
the year for sales," said Helen 
McEnerney, community vice presi-
dent and general manager. "So, 
we're pleased that we continued to 
see strong traffic and interest in our 
community from buyers. These 
results put us in a positive position 
going forward into the fall and win-
ter seasons." 
Closed escrows for the quarter 
declined 19 percent to 110 homes, 
compared to 135 homes in the first 
quarter of last fiscal year. 
The backlog of homes under 
contract but not yet delivered was 
up two percent to 234 homes, ver-
sus 230 the same time last year. 
Project to date, a total of 2,780 
homes have closed escrow at Sun 
City Palm Desert, resulting in a 
population of more than 5,000 resi-
dents. Sun City Palm Desert is a 
residential community for adults 55 
and over who want to maintain an 
active lifestyle. 
Del Webb Corporation, based 
in Phoenix, is a public company 
(NYSE: WBB) and the nation's 
leading builder of active adult com-
munities. Information is available 
on the Internet at www.delwebb. 
com or by phone at 800-422-5932. 
Subscribe Now. (909) 484-9765 Exr. 27 
I B Ir.a.J.ar.l.d. Empire } II -..:a.si::ra.e s s J c::> -..:a.:r::ra.a.. _ 
For Insight on Inland Empire Business ... 
Palm Springs Tourism has offi-
cially changed its name to Palm 
Springs Bureau of Tourism. 
" In our competitive market-
place," said Linda Fort, vice presi-
dent and general manager, " it is 
important to have a strong identity, 
and we felt this name change defines 
what we do and enhances our image 
as the destination marketing organi-
zation for Palm Springs." 
"The timing is also perfect as 
we have undergone several changes 
lately," Fort went on to say. "Our 
management company, LMI, has 
merged with SMG. I've just recent-
ly come on board and we're devel-
oping new markets in order to create 
new leisure business for the city. 
"We don't feel that there will be 
any confusion with our clients with 
the name change," Fort added. "In 
fact, we've just completed a sales 
and media mission to the U.K., 
where it was announced, and the 
tour operators and media strongly 
supported the change. 
"Change is good and we're excit-
ed about the new direction the Palm 
Springs Bureau of Tourism is going. 
We're dedicated to increasing the 
leisure business to Palm Springs, and 
we truly appreciate the support we've 
received from the city and our 
tourism partners on our name change. 
Watch out world .... here we come!" 
-Courtesy of Palm Springs Bureau 
of Tourism 
Global Sports Inc. Signs Lease to 
Open Facility in Coachella Valley 
The Coachella Valley 
announced that Global Sports Inc. 
of Florida would utilize an 
11,500-square-foot facility locat-
ed at 82-733 Market Street in 
Indio. The company specializes in 
the manufacturing and distribu-
tion of golf bags and equipment. 
Ross Kvinge, president of 
Global Sports Inc. stated, "The 
Coachella Valley offers the 
opportunity for Global to cut its 
distribution costs substantially to 
our West Coast account." 
Richard Oliphant, chairman of the 
board for the Coachella Valley 
Economic Partnership comment-
ed, "The growth of the golf equip-
ment industry in the region is 
phenomenal. Companies like 
Global Sports add to our existing 
base." 
Spend your time 
doing business, 
not payroll! 
Let us process your payroll in only 1 hour 
,.,_'fERif~l-
FLEXIBLE INPUT OPTIONS 
www.cpcpayroll.com 
.Jr!f:)iiCDLNY 
CALL US TODAY (760) 779-1731 • Fax (760) 341-8210 
74200 H1ghway Ill • Palm Desert, CA 92260 
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Sutter Home Evolution 
The first time I visited Sutter 
Home Winery in Napa Valley, the 
tasting room was in a barn-like struc-
ture across the street from Louis 
Martini and didn't appear to have 
changed much from when it was built 
in 1906. The wines had little if any 
national distribution. 
We're talking more than 30 years 
ago, and at the time the winery spe-
cialized in semi-generic jug wines, 
flavored aperitifs, and a sweet wine 
made from Muscat. Purchased by the 
Mario Trinchera Family in 1947, it 
was young Bob Trinchera who I 
recall most often waiting on me. 
No one had even the slightest 
hint that this roadside tasting room 
would evolve into the home of one of 
America's most popular and largest 
selling wine brands with international 
distribution. And while most folks are 
aware that Sutter Home is the winery 
that put White Zinfandel on the map, 
and that, conversely, White Zinfandel 
made Sutter Home the major player it 
is to-lay, it is not Sutter Home's only 
ma.1or first in the modern California 
wme industry. 
In the early '70s, a Sacramento 
wine merchant named Darrell Corti 
asked the Trincheros to make a 
Zinfandel especially for his store, and 
specifically from a century-old vine-
yard in Amador County in the Sierra 
Foothills. 
The wine was a huge success for 
Corti 's store and, recognizing a good 
thing, the Trincheros began purchas-
ing the balance of the grapes from the 
vineyard, making their own "Deaver 
Vineyard-Amador" Zinfandel. The 
wine became the darling of wine col-
lectors and led directly to the revital-
ization of the entire Sierra Foothills 
grape and wine industry, which had 
never recovered from prohibition in 
the '20s and '30s. 
Many years later, the Trincheros 
purchased Montevina Vineyards and 
Winery in Amador and expanded the 
property considerably. And all of this 
became possible because an Italian 
papa bought an abandoned winery to 
start a small family business. 
To honor the memory of the 
founder, the overall company name 
has been changed from Sutter Home 
(though the popular Sutter Home 
wines will continue to be produced) 
to Trinchera Family Estates. A new 
line of upscale wines, targeted at the 
wine cognoscenti under the M. 
Trinchera label, has been introduced. 
Star winemaker Derek Holstein, for-
merly with Guenoc Winery, has been 
retained to oversee the project. 
Sutter Home, Montevina, and M. 
Trinchera wines have broad national 
distribution, but for further informa-
tion, contact the Trinchera Family 
Estates: P.O. Box 248, St. Helena, 
CA 94574; (707) 963-3104; 
www.trincherofamilyestates.com. 
M. Trincbero 1998 "Coastal" 
Chardonnay ($12). Extremely 
attractive bouquet...very toasty, very 
complex, and all of that carries 
through the entire taste experience. 
Delicious tropical fruit flavors; just a 
hint of heat in the finish disappears in 
the company of food. Rating: 86/86 
M. Trincbero 1997 "Coastal" 
Merlot ($12). The major proportion 
of the fruit comes from the always 
excellent Smith & Hook Vineyard in 
the Santa Lucia Highlands. Very 
intense black cherry with some hints 
of smoky, char-like complexity. 
Superior value. Rating: 88/94 
M. Trinchero 1996 " Napa-
Founder's Estate" Cabernet 
Sauvignon ($30). Really intense, 
really, really big, almost over-the-top 
style that appeals to so many. Think 
of all the black fruits: blackberry, 
black cherry, dark plum and a little 
cassis, and then throw in some earthy, 
dusty, Rutherford-region type com-
plexity, a solid dose of oak complex-
ity, and you have this Cabernet. Very 
long aftertaste. You can safely cellar 
this one for 10 years. Rating: 94/84 
There are always more good 
wines I want to tell you about than 
there is space to do so. In the interest 
of space, I can't list contact informa-
tion for every wine, so call my office 
at (800) 845-9463 if you need help 
tracking a wine down. 
Wines are scored using a unique 
100 point system. First number rates 




& Best Rated 
Justin 
1997 Meritage Red $26.50 
Paso Robles, California, Justification 
1997 Cabernet Sauvignon $22.50 
Simpson Family, Paso Robles, 
California, Unfiltered 
1997 Meritage Red $37.50 
Paso Robles, California, Isosceles 
Handley 
1996 Brut Rose $25.00 
Anderson Valley, California 
1997 Chardonnay $16.00 
Dry Creek Valley, California 
1998 Pinot Meunier $18.00 
Anderson Valley, California, Mystere 
Galleano 
NV Sherry Crema $16.95 
Cucamonga Valley, California, Cask TWo 
1996 Aleatico $14.95 
Collins Ranch, Cucamonga Valley 
California ' 
Cambria 
1998 Pinot Noir $24.00 
Julia's Vineyard, Santa Maria Valley 
California ' 
1998 Viognier $16.00 
Santa Maria Valley, California, Late 
Harvest 







1998 Petite Sirah 
California 







1997 Sangiovese $23.99 
Mendocino County, California 
Bridlewood 
1998 Syrah 
Paso Robles, California 
$18.00 
1998 Arabesque $15.00 
California, Rhone Style Blend 
1997, Chardonnay $18.00 
Central Coast, California 
1997 Merlot $22.00 
Santa Barbara County- California 
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Branding ... 
continued from page 11 
and good experience on your Web 
site, adding to the visuals and other 
site features. A good example of 
audio branding is found at 
http://www. monkey.com, which 
uses audio to separate parts of the 
site with great supporting visuals. 
The ways to market your site 
(and hence, build your brand) 
online are almost limitless. The 
fact is, anything you can do to get 
your name out to your target audi-
ence helps build your brand. Using 
multiple technique!> enhances the 
overall impact of your efforts. 
Don't forget about methods such as 
e-mail newsletters (ezines), new!. 
groups and good search engine 
placement. 
Fortunately, the Web serves 
small businesses extremely well 
since there are so many low and 
no-cost ways to market your site. 
Also, pay clo e attention to the 
overall experience you create for 
your customers. Factors such as 
fast delivery and e-mail response, 
along with high-quality products 
and services, go a long way toward 
building a positive rapport with 
customers and maximizing their 
lifetime value, not to mention posi-
tive word of mouth advertising. 
Despite all of these techniques, 
building your brand using only 
online methods can be a challenge. 
Some of the most effective Web 
E-Sign ... 
continued from page 13 
place electronically, but only if the 
p~rties agree to conduct them that 
way. Consumers are not required to 
use or accept electronic records, 
signatures, or contracts, unless 
they specifically and expressly 
agree to do so. All existing notice 
and disclosure requirements for 
certain transactions, (i.e., lending 
disclosure, real estate disclosure 
and other disclosures) will contin-
ue to remain in force. 
Nevertheless, consumers may 
decide to receive these disclosures 
electronically. Significantly, the E-
SIGN legislation allows consumers 
to withdraw the consent that they 
have given to receive notices or 
execute documents electronically. 
marketing and branding is done 
off-line. While some off-line 
advertising is expensive, it often 
isn't in publications focusing on 
your narrow niche. 
Thousands of niche magazines 
and newsletters, not to mention 
cable TV channels and radio sta-
tion, can be very cost effective 
brand builders. Also, public rela-
tions (getting free publicity for 
your business in the media) is often 
more effective than advertising and 
much less expensive. Always keep 
in mind the need for consistency 
and image building in all off-line 
marketing, just as you do online. 
In case you still want more 
insight into online branding, a great 
site to look at is 
http://www.ebrandforum.com (go 
to the site and click on "Articles"), 
which contains a detailed study by 
Nick Almond at the Anderson 
Graduate School of Management at 
UCLA about online branding. 
Here, everything from what brand-
ing is to why it's important to the 
best ways to do it is covered in 
detail. This is an invaluable 
resource for anyone even consider-
ing online branding. 
While this article by no means 
covers all aspects of Web branding, 
it will get you off to a great start. 
Creating your own brand, even 
among a narrow target audience, 
takes lots of time, dedication, and 
effort-but the potential payoff is a 
customer base that will come back 
to you again and again. 
An additional benefit of the 
law is that it allows records of 
transaction to be stored electroni-
cally-in theory doing away with 
the need for document storage of 
paper records, and fire-proof 
vaults. 
Those desiring to do business 
over the Internet need to be careful 
that they draft their di closures to 
take into account the availability of 
electronic signatures and comply 
with all aspects of the law. 
Robert J. Skousen, Esq. is chief 
executive officer of Skousen & 
Skousen in Los Angeles. He is flu-
ent in Japanese and his practice 
emphasizes corporate, securities 
and labor law. For more informa-
tion about this topic, please con-
tact Robert Skousen at 
rjs@skousenlaw.com. 
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Five Ways ... 
continued from page 12 
5. Avoid the temptation to stereo-
type those who are "different." 
"Typically, people are great at 
developing sol id relationships with 
people who are just like they are-
people with the same educational 
background, work function, social 
interests and o on," say Dotlich 
and Cairo. "They're able to know 
what another person is feeling, 
because if they were in that s itua-
tion, that's how they would proba-
bly feel. In a diverse workplace, 
however, it's essential to relate to 
people who are different. 
'This is difficult for many man-
agers to do because of their tenden-
cy to stereotype. Rather than deal 
with the individual personality, we 
view someone through the lens of a 
group: ' He 's a classic Generation X 
guy,' or 'She's got that marketing 
mentality.' Astute coaching helps 
people transcend stereotypes and 
really understand the hopes, fears, 
needs and visions of the individual; 
it enables them to stop seeing peo-
ple in terms of stereotypical cate-
gories such as ' customers' or 'boss-
es,' and start thinking about them as 
unique people." 
Hemet Reports ... 
continued from page 40 
share (diluted), compared to net 
income of $1,790,000 or $2.07 per 
share (dil uted) for the same period 
in 1999. 
Net income increased by 127.5 
percent fro the quarter ended Sept. 
30, 2000, compared to the same 
period in 1999, primarily due to 
favorable operating results in the 
bank's core business areas and one-
time expense recorded in Sept., 
1999 related to a terminated merg-
er. The one-time expense totaled 
$328,000, or $0.37 pre share (dilut-
ed after-tax). Net income increased 
by 32.0 percent for the nine months 
ended Sept. 30, 2000, compared to 
the same period in 1999, primarily 
due to the same reasons as previ-
ously discussed. 
Total assets at Sept. 30, 2000 
were $281.4 million - a 4.1 per-
cent increase from December 31, 
1999 and a record high for the 
Changes like these are not 
always easy, but they touch people 
on a very deep level. When you 
make the effort to re-recruit your 
employees, you create a company 
culture that is rewarding and mean-
ingful. .. and a workplace where 
people thrive. 
" People don't quit their compa-
nies; they quit their supervisors," 
explains Dotlich. "You can't con-
trol everything about your employ-
ees' jobs, but you can have a signif-
icant impact on the important fac-
tors. Think of it as a variation of the 
"Golden Rule." Try to create the 
kind of workplace you'd like to 
come to every day. Your employees 
will notice ... and they'll reward 
your efforts with stellar perform-
ance. You will have, in fact, re-
recruited a star team." 
CDR International Inc. is a leading 
global provider of top-tier, in-house 
executive education, coaching and 
consulting projects. The firm is 
coordinated by Richard Aldersea, 
CEO, and managed by its three 
founding partners, David Dotlich, 
Peter Cairo, and Stephen 
Rhinesmith, and can be reached by 
calling: 503-223-5678, or visiting: 
www.cdr-intl.com, or by e-mail: 
mailbox@cdr-intl.com. 
bank. At September 30, 2000, non-
performing assets were $87,000 or 
0.04 percent of total loans and fore-
closed real estate, compared to 
$759,000 or 0.34 percent, respec-
tively, at Dec. 31, 1999. 
The bank's Tier 1 leverage cap-
ital ratio decreased slightly to 8.11 
percent as of Sept. 30, 2000 from 
8.21 percent as of Dec. 31, 1999. 
The bank's total risk-based capital 
ratio decreased to 10.39 percent as 
of Sept. 30, 2000 from 10.64 per-
cent as of Dec. 31, 1999. 
The FDIC considers Tier 1 
leverage capital and total risk-
based capital ratios of 5 percent and 
10 percent respectively, to be char-
acteristic of a "well-capitalized" 
bank. At Sept. 30, 2000, the num-
ber of outstanding shares of 
Common Stock was 866,820, and 
total stockholders' equity was 
$22,433,000. 
In addition, the Bank 
announced the declaration of a 
Common Stock cash dividend of 
$0.60 per share of Common Stock. 
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Employee Handbook ... any time; address them? 
The contents of the handbook 
continued from page 14 are not all-inclu ive, but merely 
offer general guidelines, and 
know what constitutes harassment ; 
how to report it when it happens; 
and be assured that there will be no 
retribution. 
The employer's right to treat 
employees differently under differ-
ent circumstances. 
Employment At-Will- Does an 
employee have to give two weeks 
notice when resigning from your 
company? Under what circum-
stances can an employee be termi-
nated? Will employees receive 
notice before termination? These 
questions should all be addressed 
under this policy. Requiring notice 
from employees may limit your 
right in terminating an employee. 
Acknowledgment - It is important 
that every employee acknowledges: 
( 1) Receipt of the handbook; (2) has 
an obligation to read, understand 
and adhere to the policies set forth; 
and (3) the rights of the employer to 
modify, supplement , rescind or 
revise policies and benefits at its 
sole discretion. 
Equal Opportunity Statements -
With today 's tight labor market, it is 
important to show candidates and 
employees that your company is 
committed to non-discrimination. 
The policy should list all barred dis-
criminating factors; i.e. gender, 
race, color, religion, national origin, 
citizenship, age, physical or mental 
disability and sexual orientation. 
Medical Leaves of Absence -
Employees need to know the cir-
cumstances under which leaves will 
be granted, the maximum length of 
time granted, and what their 
responsibilities are while on leave. 
Compensation/Pay Practices -
On what day do employees get 
paid? How often do they receive 
checks? How about overtime pay? 
Employees want to know the 
answers to these basic questions. A 
compensation policy should 
include a description of employee 
classifications; i.e., exempt or non-
exempt, part-time or full-time, reg-
ular or temporary. Rules requiring 
workers to keep their own compen-
sation information private may vio-
late certain rights employees have 
to discuss work-related issues with 
other employees. 
Integrate your company's culture 
in to the handbook 
Once major policies are select-
ed, analyze how a handbook or any 
change implementation will be 
received by employees. The best 
way to analyze is by understanding 
the company's culture. Company 
culture is a mosaic of interrelated 
components. As these components 
interact each workday, they collec-
tively create the organization's cul-
ture. 
The 10 components of company 
culture are: 
• Communications 
• Customs and norms 
• Organizational structure 
• Management behaviors 
• Goals and measurements 
• Rewards and recognition 
• Rules 
• Ceremonies and events 
• Physical environment 
• Training 
Effective implementation of 
your handbook requires that your 
policies be clearly connected to the 
company culture. Your handbook 
will be much more effective if time 
is spent examining the various 
components of your culture and 
integrating them into the policies. 
Here are some questions to help 
determine if there is match between 
your handbook and your organiza-
tional culture: 
Do you anticipate any resist-
ance to the policies? What are they? 
Will there be conflicts between 
what is said and what is done? 
Where might they come from, and 
can they be resolved before issuing 
the handbook? 
Having answers to these que -
tions will help you fine-tune your 
company 's handbook so that your 
communication is credible and on 
purpose. Before its release to 
employees, be sure to review it with 
senior management and discuss 
how it will be implemented (in the 
context of the company culture). 
Your right as an employer to 
revise policies 
Change is one of the few things 
that we can always count on and it's 
important to remember that you 
will be required to adapt every time 
a new employment law gets passed, 
when cultural, economic or techno-
logical changes occur, or when your 
company changes its own practices. 
For example, the recent passage of 
AB 60, which reverted back to an 
eight-hour-workday changed the 
way overtime is calculated, forcing 
many employers to change their 
policy and their handbooks. 
The general rule is that employ-
ers are free to modify policies, rules 
and regulations at any time. This 
sounds pretty straightforward, how-
ever, there are some things you can 
LifePoint ... 
co•ztinued from page 38 
men!. 
LifePoint, Inc. is a late devel-
opment stage company designing 
the LifePoint Test System-a rapid, 
on-site, diagnostic testing, screen-
ing and therapeutic drug monitor-
ing device that will be initially 
commercialized for law enforce-
ment, workplace and emergency 
medical testing to detect driver, 
Other topics to include: You 
may want to cover vacation/unpaid 
leaves, health/retirement benefits, 
e-mail/Internet usage, arbitration of 
employer/employee disputes. 
Does the handbook reflect the 
culture, style and customs that your 
organization is known for? 
Disclaimer- A well-written dis-
claimer should cover the following: 
A declaration that the handbook 
does not create a contract; 
Affirmation that employment is 
at-will; 
Does the handbook follow your 
existing ways of communicating or 
does it create a new way of com-
municating with employees? The Inland Empire's 
only Local TV 
Newscast 
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do to avoid unintended conse-
quences. 
First, determine if any employ-
ees would be affected by the 
change. If any of your employees 
work under union contracts it will 
be critical to examine their agree-
ments and understand the impact. 
The unilateral modification of a 
policy or any other term of an 
employment agreement may violate 
the law. It is an unfair labor prac-
tice for an employer to fail to bar-
gain in good faith with the author-
ized representatives of its employ-
ees. 
If your organization has any 
employment contracts with man-
agers or executives, these too 
should be examined for impact. 
You will want to avoid implement-
ing any policies that are in conflict 
with existing employment agree-
ments. 
Employers who have recently 
merged with another organization 
should have their legal counsel 
review their buy-sell agreement, 
before making any policy changes 
affecting their newly acquired work 
forces. 
Second, once you decide to 
make changes to the company poli-
cies/handbook, make sure you pro-
vide a reasonable "notice of policy 
changes" to employees. This will 
allow time for each party to adjust 
before the change takes place. 
employee and patient impairment. 
LifePoint licensed the patented 
flow immunosensor technology for 
the Naval Research Laboratories 
and owns patented and proprietary 
technologies on using saliva as a 
non-invasive test specimen. The 
technologies combined in the 
LifePoint Test System enable broad 
product expansion into additional 
markets including therapeutic drug 
monitoring, rapid diagnostic test-
ing, and wellness and health 
screening. 







* RESTAURANT REVIEWS 
That the employer has the right 
to unilaterally change policies at 
Will there be conflicts between 
the policies and the realties of your 
organization culture? If so, can you 
create outlets for employees to 
.Ish. your <"<1/Jit• c·c>r11fJ.lfiV VVII<•f< • to fiiU/11.'-> 1 
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Ending Abuse is a Phone CallAUJay! 
by Jan ice Prizzi 
Are you afraid there is no way 
out of an abusive situation? Crippling 
fear controls the lives of many 
women. A haven called " House of 
Ruth" offers not only assistance but 
resources as well by simply picking 
up the phone! 
Jeane Owen, a 24-hour hot-line 
volunteer for House of Ruth 
describes the "discussion on the hot 
line as so important (because] we 
need to see how we can meet [a 
woman 's] needs." She takes phone 
calls from her home one night a week 
and provides feedback to House of 
Ruth advocates on a "hot-line sheet" 
that supplies House of Ruth with per-
tinent information for further help. 
Owen offers the first helping hand for 
the abused woman and "hopefully 
[limits] a conversation to 15 min-
utes." 
After suggesting furt her help can 
come from advocates, Owen then 
gives the referrals to the "outreach 
office" She considers the reason for 
her self-giving service is to "help 
women" and added, "This is where 
I want to help out, [and] I haven't 
gotten burned out. I've always liked 
helping people but I don't lose sleep 
over it." She mindfully recognized 
nevertheless that "the next day I may 
remember one call and wonder what 
happened." 
Owen maintains a well-rounded 
lifestyle that helps to balance her 
emotionally charged volunteer work. 
Drawing on her more than 30-year 
background with the LaVerne Police 
Department, she prudently expressed 
the need for "confidentiality and sen-
sitivity" on the part of the volunteer. 
Owen feels that working as a dis-
patcher and records supervisor with 
the police has given her an edge as 
the first contact with often desperate 
women. 
That crucial first contact includes 
" two objectives," says Gurutej 
Khalsa, assistant director of re~iden­
tial services. "We ask what city they 
are in and if 
they 're safe!" If 
they are not safe, 
the caller is 
encouraged to 
"get safe and 
then call back." 
It's a hard choice 
to make but 
those involved 
with the "first-
line of defense" 
suggest that the 
victim go to a 
"pay phone, a 
"in 1999 through 2000, there were 
3,482 hot-line calls. Seventy one 
percent of those were first-t ime 
callers; 51 percent reported the use of 
weapons or fists and in 4,397 calls. 
children lived in the households." 
She noted that House of Ruth 's mis-
sion statement i : "To advocate for 
and assist women and children vic-
timized by domestic violence by pro-
viding shelter, programs, opportun ity 
sentence of men who kill their 
women partners is two to six years. 
Women who kill thei r male partners 
are sentenced, on average, to 15 
years, desp ite the:: fact that most 
women who kill do so in self 
defense ." (National Coalition against 
Domestic Violence) 
Another startl ing disclosure is 
the fact that "79 percent of spousal 
abuse is committed by men who are 
divorced or separated from their 
wives." (Harlow 1991) 
On a lighter note, House of Ruth 
sponsors a "Holiday Store" to pro-
vide new toys and gifts to battered 
women and their children at no cost 
during Christmas. The organization 
asks that donated gifts are new; toys 
·s are non-violent, and that all gifts 
~ remain unwrapped. Clients range in 
-~ age from newborn to seniors. For 
c: 
"' ~
more informat ion about drop-off 
£ locations, dates and times, call (909) 
0 
_g 623-4364, ext. 180." 
"" Among House of Ruth's count-
church, the Part of the selfless House of Ruth staff and vounteers less goals is the attempt to "empower 
women to make choices that work for 
them," noted Keith. Through the 
multiple programs and services they 
provide, one overpowering thought 
provides the driving force behind the 
organization's efforts: "A woman is 
beaten in this country every 15 sec-
onds." (U.S. Dept. of Justice, FBI 
1988). And ... one out of three women 
killed in this country are killed by 
their partners, those who once pro-
fessed love to them ... the ultimate 
betrayal. 
police depart- are left to right: Gurutej Khalsa, assistant director of 
ment or a hospi- residential services, Jeane Owen, hot-fine volunteer and 
tal " so they can Sue Keith, director of development and public relations. 
be safe enough to 
continue the phone call. 
Khalsa thoughtfully added that 
"70 percent of hot-line calls are day-
time phone calls that occur between 
9 a.m. and 2 p.m." It was vital to 
clarify that a victim must be "careful 
about phone calls (because] the bat-
terer may check her in all ways-it 's 
ongoing during the day," said 
Khalsa. 
According to Sue Keith, director 
of development and public relations, 
and education; to contribute to social 
change through interven tion, educa-
tion, prevention programs and com-
munity awareness." 
Likewise, she revealed that 
"Domestic violence occurs at all lev-
els of society, in all classes and com-
munities, regardless of their social, 
economic or cultural backgrounds." 
Keith provided some crucial facts 
regarding domestic violence from 
several sources. "The average prison House of Ruth 24-hour domestic vio-
lence hot line: (909) 988-5559. 
Walkers Raise $35,000 to Fight Alzheimer's Disease 
Seventh Annual Memory Walk 
Benefits Riverside/San 
Bernardino Counties Chapter of 
Alzheimer's Association 
Participants in the seventh 
annual Memory Walk-a fund-rais-
er of the Alzheimer 's Association of 
Riverside/San Bernardino 
Counties-raised $35,000 for the 
association, the largest dollar 
amount raised to date for this event. 
More than 400 people participated 
in Memory Walk, held at the San 
Bernardino County Museum on 
Saturday, Oct. 21. 
"We are thrilled to have raised 
such a substantial amount of money 
to help in the fight against 
Alzheimer 's disease ," said 
Moncada, executive director of the 
Alzheimer's Association of 
Riverside/San Bernardino 
Counties. "Not only did we accom-
plish our fund-raising goals at 
Memory Walk this year, but every-
one involved-patients, caregivers, 
family members and friends-had a 
great time. This is truly a family 
event and we're excited about the 
momentum it 's gained over the past 
seven years." 
About four million Americans 
have Alzheimer's disease. One in 
10 persons over 65 and nearly half 
of those over 85 have the disease as 
does a small percentage of people 
as young as in their 30s and 40s. 
Currently, about 470,000 people are 
diagnosed with Alzheimer's disease 
in Californ ia and the number is 
expected to grow to nearly 830,000 
by the year 2025. Known as the 
"long goodbye," Alzheimer's dis-
ease is the fourth leading cause of 
death among adults in the United 
States. It crosses ethnic, economic, 
cultural and gender lines and knows 
no boundaries except age. 
The Alzheimer's Association of 
Riverside/San Bernardino Counties 
serves more than 12,000 people 
with Alzheimer's disease and their 
families in the Southern California 
area, with a variety of programs and 
services for patients and family 
members. For more information 
contact the Alzheimer's Association 
of · Riverside/San Bernardino 
Counties: 2930 East Inland Empire 
Blvd., Suite 101, Ontario, CA 
91764.; (909) 484-3252 or (800) 
60-1993;FAJ( (909) 484-3902; or 
visit www.alzrivsb.org. 
E XECUTIVE TIME OUT 
Now Is the Time to Visit Sydney 
by Camille Bounds, Travel Editor 
The last balloon has been 
picked up, that last snip of paper 
has been swept into the trash, all 
the beer cans have gone to the recy-
cling b in -athletes, coaches, and 
Olympic be nt aficio!lados have 
ho pped their fli ghts ho me, and 
Americans have regained the day in 
the ir life that they lost gett ing there. 
Now is the time to v isit Sydney and 
A ustrali a. Not 
that the Aussies 
have changed 
much now that 
the Olym pic 
are over, they 
are still the same 
gr ega r iou , 
happy bunch 
they were 
Indians Vietnamese, South Pacific 
Islanders and, of course, the origi-
nal Aboriginal people, to name just 
a few, make up modern-day 
S ydney. "Sydneysiders" are as 
happy, congenial and laid back as 
one can get. You might say Sydney 
is not only a place to visit but also 
a great place to live. 
Sydney has a rich gut y history 
that reads like a fictional noveL In 
1787, the first v i itor found that 
V) 
-o 
hotel with 73 rooms and suites that 
feature lofts, four poster beds and a 
library. It is just a 10 minute water 
taxi or harbor ferry ride from 
Sydney 's center to the Double Bay 
section of the cit y which is well-
known for its fi ne shopping and 
restaurants. 
For reservations and rate call 
Australia 2-9363-0100 or FAX 2-
9327-3 110. 
The Parkroyal Plaza (formerly 
the Park Lane), a Southern Pacific 
Hotel boasts 24 luxurious floors of 
beauty and convenience. This love-
ly hotel rises majesticall y over 
Hyde Park with stunning views of 
Sydney and the harbor. Located in 
the center of Sydney's shopping 
§ and business district, and minutes 
0 
(ll from all transportation, makes it an 
..!:! 
·e ideal choice for business meetings 
U and visitors. A complete business 
E center with executive secretarial 
0 
be fo re, during 
and post 
Ol y mpics-it's 
just that there is 
a little more 
calm and sanity, 
_g services is available seven days a 
-------- - - -----' "- week, along with fi ne restaurants 
Sydney Opera House. 
and spa facilities. For reservations 
and commercialism has simmered 
down to a subtle nudge. 
Australia is the world's small-
est continent, but is the s ixth largest 
country w ith a population over 
eighteen and a half million. About 
as large as the continental United 
States, it has only s ix states and two 
territo ries. Considering that 
Australia was founded in the begin-
ning of the 20th century, it is amaz-
ing that she packs so much dynam-
ic history, and one of the oldest cul-
tures known to man into this short 
period of time. 
the area was populated by about 
3,000 Aborigines, (who sailed or 
w alked to Australia from Asia 
about 60,000 years ago.) In 1788, 
the first fleet arrived from England. 
and rates call 1-800-835-7742. 
Nearer the waterfront and 
alongside the famous Rocks area is 
the charming Observatory Hotel, a 
part of the Orient-Express Hotels. 
1-800-237-1236. 
Hun ter Valley 
After the hustle and bustle of 
the big city, a pleasant two-hour 
drive to the nearest wi ne country is 
the order of the day. Hunter Valley 
is a delight in every way and home 
to Tyrells and the Windham Estate 
Wineries, to name two of many of 
the fine wineries in the area. 
Hayman Is lands 
Have you have ever had a 
dream about visiting Fantasy Island 
combined with the great Barrier 
Reef? Just hop Ansell Airl ine's 
two-hour fl ight from Sydney to 
Hamilton Island off the Queensland 
coast, connect with the luxury cata-
maran that will transport you to 
Hayman Island, a two hundred mil-
lion dollar resort located on the 
northernmost of the Whitsunday 
Islands. A literal Garden of Eden 
just off the Barrier Reef, everything 
is here fo r your enjoyment and 
pleasure : huge, luxurious beautiful-
ly decorated terraced rooms with 
glorious ocean-views; service we 
dream about; six restaurants of a 
caliber we did not think existed, 
each with a different flavor; and 
every outdoor sport available. 
Explore the Barrier Reef up 
close and personal in scuba gear, 
and discover the beauty that only 
exists below these waters. Flora 
and fa una of every description 
abound and every evening at sunset 
one can watch the parade of fruit 
~ bats fly off to their feeding area, 
g creating a special feeling of sereni-
~ ty. For reservations and rates call 1-
E 800 227-9246. 
u How to get there 
>. 
~ Qantas Airlines offers non-
Sydney is to Australia as San 
Francisco is to the United States, o r 
Paris is to France. It is completely 
unique from the rest of this down-
under island. You can never say 
you have seen A ustralia if you have 
only been to Sydney. 
Co n v i c t s, 
sailors and sol-
diers were to be 
the settlers of 
the area. 
Governed at 
one time by the 
inf a m o u s 
Captain Bl igh 
(before his 
well -document-
ed sea voyage) 
and a series of 
governors after 
him, S ydney 
evolved in a lit-
~ s top flights to Sydney from Los 
..zo.o.A~"-=:..:_~--'--.:......::::!1.:...-...:.ill Angeles. Service and food is above 
Yet it is a welcomed contrast to 
a continent that seems incredibly 
remote and isolated to the average 
urbanized traveler. 
There is a relaxed extra-friend-
ly atmosphere just about every-
where you go, with a glorious mix 
of humanity from around the globe. 
Neighborhoods with the foods and 
cultures of Indonesians, East 
tle over 200 years into an industrial 
giant and tourist haven. 
The weather is almost always 
warm and balmy and the glistening 
Sydney Harbor makes it one of the 
world's most beautiful cities offer-
ing some of the best in dining, 
sports, culture, and night life. 
Where to stay in Sydney 
The Sir Stamford Double Bay 
is a delight. This is a boutique-style 
Distinctive and charming, you are a 
stroll away from the main harbor 
and ferry wharves. Noted for excel-
lent service and serene atmosphere, 
this is a place to relax and enjoy the 
ambiance of an intimate first-class-
hotel with a view of the bridge and 
the famous Sydney Opera House. 
The Galileo Restaurant offers fine 
Italian dining and an impressive 
wine list. Every amenity is avail-
able. For reservations and rates call 
average. It is a long fli ght (about 
fifteen hours); to cut down on jet 
lag, dress comfortably, eat light, 
drink as much water as you can, 
cut out alcohol, and try and sleep 
during the flight as much as possi-
ble. 
Camille Bounds is the travel 
editor for Sunrise Publications 
Inland Empire Business 
Jou rna'l and San Gabriel 
Business Press. 
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Faces in Business ... 
Duane S~ Keene 
D. Linn Wiley, president and chief executive officer 
of Citizens Busi ness Bank, has announced the appoint-
ment of Duane S. Keene to the position of vice presi-
dent in the bank's sales and service division. 
Keene, a graduate of the Southwestern Graduate 
School of Banking at Southern Methodist University in 
Dallas, Texas, counts more than 32 years of experience 
at Bank of America, with a strong background in business and commercial 
lending, as well as the development and management of loan and deposit rela-
tionships. 
Cindy Duffin 
Cindy Duffin has been appointed vice president and 
asset management officer of the asset management divi-
sion of Citizens Business Bank. Her professional experi-
ence incorporates more than 10 years of private banking 
and trust services experience, wi th extensive knowledge m 
trust administration. She has also assisted in the estate 
planning and financial management areas. 
Prior to joining Citizens Business Bank, she served as 
senior associate relationship officer in the private banking division of Bank of 
America. 
Martha Arnold 
Martha Arnold has been appointed to the position of 
vice president and real estate officer in the bank's corpo-
rate office of Citizens Business Bank. Her professional 
experience incorporates more than 36 years of banking and 
real estate-related experience. Arnold also has a strong 
background in commerci al lending, as well as the devel-
opment and management of loan and deposit relationships. 
Prior to her appointment, she was assistant vice president, commercial real 
estate loan officer for City National Bank. 
Louis J. Buitron Jr. 
Louis J. Buitron Jr. has been named the vice pres-
ident and banking officer of Citizens Business Bank's San 
Gabriel office. He has more than 32 years of banking expe-
rience, with a strong background in commercial lendmg, 
as well as the development and management of Joan port-
folios and deposit relationships . 
Buitron was formerly senior vice president and loan 
administrator for CaJWest Bank in Downey, Calif., where 
he was responsible for the administration of the bank 's portfolio. He earned a B.A. 
in economics from the University of Texas in Austin, and is a graduate of the 
Southern Methodist University, Southwestern Graduate School of Banking in 
Dallas, Texas. 
Phillip Glasgow 
Phillip Glasgow has been named vice president and 
banking officer of Citizens Business Bank's Katella 
office in Orange County. He has 28 years of banking 
and banking-related experience, with a strong back-
ground in commercial lending and the development 
and management of loan and deposit re lationships. 
Prior to his current position, Glasgow was a busi-
ness banking officer for Bank of American, where he 
managed Joan and commercial real estate portfolios. He attended the 
University of Georgia, Lo~g Beach State University, and the Pacific Coast 
Banking School. 
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Tribe Unveils Destination Resort Plans 
Impact: 1,200 Jobs, $500,000 
for R egion 
On the evening of its gala to 
commemorate the opening of the 
Coachella Valley's firs t world-
c lass entertainment center, the 
Cabazon Band of Mission Indians 
announced plans to build a $200 
million hotel, golf course and 
destination resort on reservation 
land near Indio. 
The development would c re-
ate an estimated 1,200 jobs local -
ly, with an economic impact on 
the region of nearly ha lf a billion 
dollars, said Cabazon Band CEO 
Mark Nichols. 
Included in the plans for the 
Fantasy Springs Resort is a fou r-
star hotel, championship golf 
course, convention center and 
4,200-seat entertainment arena, a 
1,200-seat conference center, 
expansion of an existing bowling 
center to 40-Jand championship 
level and covered parking for 
1,625 cars. 
"This is not the end of the 
road as far as the Cabazons go," 
Cabazon Tribal Chairman John 
James said at a news conference 
during the tribe's gala opening for 
its new entertainment a rea of 
Fantasy Springs Casino. "This is 
just the tip of the iceberg." 
The current phase of the proj-
ect just completed adds 80,000 
square feet, including restaurants, 
a lounge, banquet facilities and 
gaming areas. Feasibility studies 
have been completed for the next 
phase and will go to bid Jan. 15, 
2001, with selection of a contrac-
tor by Feb. 28, 2001. 
Construction on the tribe's 
master-planned entertainment 
complex is slated to begin in late 
April 2001, with completion 
anticipated in November 2002. 
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Inland Empire Restaurant Review 
What's New at the Marriott's New Pacific Grille? 
by Joe Lyons 
I have been dining at the 
Pacific Grille in the Ontario 
Marriott ever since it opened as the 
Ontario Clarion in the late 80s. 
Back then, it was heavy on a rasp-
berry theme. Raspberry sauce, bis-
cuits, desserts, etc. For some rea-
son, management and hotel names 
came and went, but the raspberries 
stayed. 
Today, the entire lobby has 
undergone a remodeling. The 
waterfall that seemed to drown out 
every other sound is gone. The 
lobby bar is gone, and the Pacific 
Grille has been completely rebuilt. 
It looks like they have made it 
smaller and more intimate, but they 
a ure me that there are actually 
more seats now than before. In fact, 
even the deli counter is gone. There 
is a small room in back, but I 
haven't sneaked back there yet. 
We began with appetizers . 
Portabello mushrooms stuffed with 
grilled vegetables. Very light 
shrimp in Creole cocktail sauce and 
a plate of smoked chicken quesadil-
las that came with black bean salsa 
and big dollops of sour cream and 
guacamole. This last one is a meal 
all by itself. 
Among the salads is one called 
the " Uncobb." Considering the 
things I have written about restau-
rants who toss hard-boiled eggs and 
bacon bits into a salad and call it 
"Cobb," it is refreshing to fi nd a 
place that knows the difference 
between real and pretend. 
I am not, by nature, a pork chop 
eater, but the menu item called 
Grilled Pork Chop Tango looked 
intriguing. It has two chops. One is 
smoked and one is not. One tastes 
great and one does not. It comes 
with either mashed or au gratin 
potatoes. 
Vegetarian diners will not find 
a lot on the menu. There is, howev-
er, a very good pesto primavera 
with balsamic roasted vegetables. 
Also on the menu is a special 
Australian dinner featuring Sydney 
favorites including: bouillabaisse, 
Australian beef tenderloin salad, 
and even Foster's Lager beer. 
It was from this special listing 
that we chose dessert. One item 
was Down Under bread pudding 
sundae that came off as a bit dry. 
Another item was the Bananas 
Foster that was a very nice sur-
prise, but, having had one in New 
Orleans where they were invented, 
I felt that this one needed some 
more cinnamon. 
The open, airy atmosphere of 
the old Pacific Grille has been 
replaced by a more formal air. This 
may not seem to fit the usual Inland 
Empire attitude, but it makes for a 
pleasant evening. 
And there was not a raspberry 
in sight. 
The Pacific Grille is inside the 
Ontario Airport Marriott at 2200 E. 
Holt Blvd in Ontario. The phone 
number is (909) 975-5000. 
Complaints ... Praise! Suggestions? E-Mail us@ 
iebj@busjournal.com 
" The Winegrowers of the 
Cucamonga Valley" 
Galleano Winery 
Wine Tasting Daily 
Tours Every Sat. & Sun. 
Private Labeling 
Custom Baskets & Mail Orders Available 
4231 Wineville Rd., Mira Lorna, C A 91752 
(909) 685-5376 
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lVlANAGER 'S B O OKSHELF 
Author Offers Encouragement and Solutions to Stressed Out World 
"Adversity Quotient @ Work: 
Make Everyday Challenges the 
Key to Your Success-Putting The 
Principles of AQ into Action," by 
Paul G. Stoltz, Ph.D.; William 
Morr ow (HarperCollios), New 
York, New York; 2000; 316 pages; 
$26.00. 
Everyone faces the stress of life 
every day. From minor traffic jam. 
to losing your job, each one takes a 
toll. The increasingly fast pace of 
life is stressful in itself. It's not 
news that people react differently to 
stress. Some take the souring apples 
life hands them and make fresh 
apple sauce. Some eat only the 
sweet portions and throw the rest 
away. Still others stop eating 
apples! 
Based on his extensive 
research, however, the author 
believes that how we react to adver-
sity is both predictable and change-
able. That is news. Author Stoltz 
points out that for years scientists 
have been saying that the combina-
tion of genetics and early education 
determine how we react to adversi-
ty. The brain can only lose cells, not 
add them. Also, by the time we're 
six, we pretty much know when to 
fight, freeze, or run away. 
Stoltz notes that it's time we put 
that kind of thinking away. Some 
scientists now say that people do 
add new brain cells in response to 
stre s, and that they can change 
how they react to adversity. This 
doesn't mean that natural and 
learned reactions to stress aren't 
important. Dr. Stoltz clearly 
believes they are. His research also 
indicates that people's reactions are 
measurable by testing, much as 
intelligence is measurable by an IQ 
test. That's why he calls the result 
of the emotional stress or adversity 
test an "Adversity Quotient," or AQ 
test. 
Stoltz, a consultant who fre-
quently works with management 
gurus such as Tom Peters and Ken 
Blanchard, developed his explana-
tion of AQ in his 1997 book, 
"Adversity Quotient." A growing 
number of major corporations have 
bought into the concept and adminis-
ter AQ tests to prospective new hires. 
In this new book, the author 
build on his previous work, still 
using the mountain climbing 
metaphor to describe the three 
broad categories of people's reac-
tion to adversity: "Climbers, 
Campers, and Quitters." People 
with a high AQ are ri k-takers who 
refuse to become discouraged by 
periodic failures. They turn stum-
bling blocks into stepping stones. 
They are the "Climbers." Those 
with omewhat lower AQs are 
called "Campers." According to 
Stoltz they are often former 
"Climbers" who have become dis-
couraged by failures. Finally, there 
are "Quitters," whose low AQ 
make them fear risk and ee any 
degree of failure as a virtually life 
threatening event. 
These three categories don't 
necessarily make people with high 
AQs good employees, or low AQs 
bad employees. If you're hiring or 
promoting a person to react to rap-
idly evolving situations, you proba-
bly want someone with a high AQ. 
The author explains that there 
are four elements to an Adversity 
Quotient. These are: Control, 
Ownership, Reach and Endurance. 
Control has two facets-First, 
to what extent are you able to posi-
tively influence a situation? 
Second, to what extent can you con-
trol your own response to a situa-
tion? 
Ownership-This dimension 
of your AQ assesses the extent to 
which you take it upon yourself to 
improve the situation at hand, 
regardless of the cause. 
Reach- Explores how far you 
let adversity go into other areas of 
your work and life. 
Endurance-the ability to 
define and limit how long the 
adversity would endure (in order to) 
remain buoyant and determined." 
The book provides both an 
introduction to the AQ concept for 
those who haven ' t read Stoltz's ear-
lier work, and a general plan of how 
it might be implemented in any 
organization. 
Interestingly written and well 
developed, "Adversity 
Quotient@Work," offers a number 
of stimulating ideas about hiring 
and managing people. The only 
question is whether senior man-
agers will see it as a concept that 
truly makes a difference. If they 
don't, it's only another well-meant 
"flavor of the month" that will join 
TQM and other ideas ... in organi-
zational limbo. 
-Henry Holtzman 
Best-selling Business Books 
Here are the current top 10 best-selling books for business. The list is compiled based on information received from retail 
bookstores throughout the U.S.A. 
1. "First, Break All the Rules," by Marcus Buckingham and Curt Coffman (Simon & Schuster) (3)* & ••• Great man-
agers break the conventional rules about management. 
2. "Rich Dad, Poor Dad: What the Rich Teach Their Kids about Money That the Poor and Middle Class Do Not," by 
Robert T. Kiyosaki and Sharon L. Lechler (Warner Books $15.95X5)* .. It takes know-how about using money to become 
rich . 
3. "B2B Exchanges," by Arthur B. Sculley & Arthur Scully (lSI Publications $27.50XI) Why more business-to-business 
commerce is now done on the Web. 
4. "The Tipping Point: How Little Things Can Make a Big D1fference," by Malcolm Gladwell (Little Brown & Co $24.05) 
(3) The dynamics behind sudden social changes affecting business. 
5. "Fish! A Remarkable Way to Boost Morale and Improve Results," by S. Lundin, J. Christiansen, & H. Paul (Hyperion 
$19.95) Putting fun and games back into daily work. (7) 
6. "The Richest Man in Babylon," by GeorgeS. Clason (Dutton $6.99) •• A basic primer on investing. 
7. "The Millionaire Mind," by Thomas J. Stanley (Andrews & McMeel $26.95) (6) Millionaires give interviews about 
what makes them tick. 
8. "Six Sigma," by Mikel J. Harry and Richard Schroeder (Doubleday $27.50) (4) How a new approach to quality control 
yields more profits. 
9. "When Genius Failed: The Rise and Fall of Long-Term Capital Management," by Roger Lowenstein (Random House 
$26.95)** 
10. "The Lexus and the Olive Tree," by Thomas L. Friedman (Doubleday $15.00) (9) HQw we think about the world 
shapes how we invest. 
*(1}- Indicates a book's previous position on the list. 
••- Indicates a book's first appearance on the list. 
•••- Indicates a book previously on the list is back on it. 
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Box 7398, Victorville, CA Charles Bray Jr. 92405-2469, Junuar Cantu 
Coming 
John Bergstrom Rubio, La Quinta, CA Optimum Health & 4622, Junuar Cantu 91764-5556, Love Money 
92392, Peter Brown Mustang Books & Video, Natl. Council On Org Soon North Am Carpet Clean, 92253-3695, Abelardo Fitness, 1635 S. San P D I, 25060 Hancock Corp. Hollywood Posters, 959 N. Central Recov Packrats, P.O. Box 22368 Sherman Ave., Pages Jacinto Ave. , San Jacinto, Ave. , #103328, Murrieta, Paisley Place 14915 La Mesa Rd. #1 01, Ave.,Upland, CA 91786- 4562, America Inc. Moreno Valley, CA 92553- Obuse-Oje E., 15785 CA 92583-5181, Christina CA 92562-5959, Ronald Technologies, 31613 Victorville, CA 92392-6145, 3531 , I W. M Inc. A Cal. Crestline, CA 92325-4562, 8323, Oscar Apodaca Mission St. , Hesperia, CA Prieto Hofstee Boulder Vista Dr. , Lake 
Michael Benezra Mwk Laser Products Inc., Alumni Basketball North Beach Beauty 92345-4233, Cowre Options Marketing, 2469 P G Realty, 887 Elsinore, CA 92532-0108, 
Hollywood Studio 455 W. La Cadena Dr. Ste. Natl. One Escrow, 6700 Supply, 361 Railroad Enterprise lweriebor Pomona Rincon Rd. #1 02, Auburndale St. , Corona, Valeria Davis-Clemons 
Magazine, 14909 Mandan 14, Riverside, CA 92501- Indiana Ave. , Ste. 130, Canyon Rd. Ste. B, Lake Oceans, 74031 Catalina Corona, CA 92880-6983, CA 92880-6715, Pedro Pallets & Accessories, 
Rd., Apple Valley, CA 1229, Michael Kenny Riverside, CA 92506-4200, Elsinore, CA 92532-4455, Way, Palm Desert, CA Michael Rasmussen Granadas 2641 Hall Ave., Riverside, 
92307-5059, Dorothy My 99 Cents Plus, 32 W. Jeffrey Maas Lauri Gerald 92260-3025, Bakir Govic Orco Business Park, P K C Engraving, P.O. CA 92509-2240, George 
Denny Colton Ave., Redlands, CA Natural Beauty North Store Lenders, 221 Oceanside Homes For 4510 Rutile St., Riverside, Box 954, Upland, CA Mayer 
Holyland Produce 9237 4-3232, My Tran Enterprises, 455 S. E. D St., Ontario, CA Sale, 32741 Starlight St., CA 92509-2649, Rick Muth 91785-0954, Patricia Palm Ave. Thrift, 221 S. 
Wholesale, 1078 Santo Myco Air & Hm Repair, Burney St. , Rialto, CA Issue 91764-4125, Lilellen Wildomar, CA 92595-8079, Ordonez Restaurant, Campbell Palm Ave., Hemet, CA Antonio Dr. #B, Colton, CA 27308 Eagles Nest Dr., 92376-6789, Cynthia 
. tbe J anuanr Barach Brian Groom 1 024 E. 4th St. , Ontario, PM Blinds, P.O. Box 92543-4052, David Darling 92324-4166, Mohammad Corona, CA 92883-8944, Frazier Northland Rental & Ochoa & Assoc., 6885 CA 91764-2522, Amador 9000, Alta Lorna, CA Palm Springs Nursery 
Ham mad John Kridler I I I Natural Health Products, Cotning tn oR\M- focus Supply, P.O. Box 91, Wheeler Ct., Fontana, CA Ordonez 91701-9000, Jana Supply, 1777 S. Mesa Dr., 
Home Helpers, 4198 Mycorona.Com, 2845 77854 Calypso Rd., Palm E0\1" EOUCAiiON Chino, CA 91708-0091, 92336-1534, Ernest Ochoa Orozco Beauty Marciano Palm Springs, CA 92264-oiRADE Floyd Dr., Corona, CA Thacker Dr., Corona, CA Desert, CA 92211-7244, WORL viEW Denzil Harvey Ochoas Mex Bakery, Supply/Salon, P.O. Box 3, P M Janitorial Svc., 8930, James Murphey 
92883-0652, Eryk 92881-3615, Scott Sharon Frey ~ Not a Mirage, 361 01 Bob 3852 Opal St. , Riverside, Yucca Valley, CA 92286- 22640 Kinross Ln., Moreno Palm Terrace Home, 1701 Kedzierski Erickson Natural's Nails, 2142 Hope Dr. Ste. E7, Rancho CA 92509-7262, Maria 0003, Frank Orozco Jr. Valley, CA 92557-6840, E. Oakland Ave., Hemet, 
Home Improvement Mynor Auto Sales, 976 Palm Ave., Highland, CA sUPPLE~EN~~GRO~~ Mirage, CA 92270-2006, Ochoa Ortiz & Sons Trucking, Pedro Morales CA 92544-3141 , Norma 
Central, 4032 Cottage Dr. , Hope St., San Bernardino, 92346-4504, Van Phan NOREVIE'Jii. Diane Walker Ocotillo Ranch, 21470 15244 Randall Ave., P M Pleasures, 8807 Osborn 2.000 'fEAR E p.R'i San Bernardino, CA CA 92408-2511 , My nor Nature's Decor, 40669 TS 1or JANU Notaries In Motion, 2114 Old Elsinore Rd., Perris, Fontana, CA 92335-4350, Crest View Dr., Corona, Pams Gifts & 92407-3522, Sharon Smith Sagastume Meadow Ln., Palm Desert, 1"HE L\S IE Cli\ES OLLEGES Sawgrass Creek Ln., CA 92570-6866, Julie Lulli Bertha Ortiz CA 92883-9112, Paul Collectables, 8250 
Home Zone, P.O. Box Myong.O, 163 E. 9th St., CA 92260-2376, Randolph .. UNIORC Corona, CA 92883-0624, Odyssey Trucking, 26311 Osorio Transport, 4045 Mackinen Garden Ct., Alta Lorna, CA 
2023, Blue Jay, CA 92317- San Bernardino, CA Hanson COLLEGES ~~A~ BROKERAGES Douglas Epperson Cypress St. , Highland, CA Hawk Dr., Riverside, CA PM X A, 267 Araby St., 91701-3132, Pamela 
2023, Timothy Wahlgren 9241 0-4449, Kims Naty Alvarado Financial \.E. FIN~>' Nova Steel Co., 1501 92346-3415, Robert 92509-0425, Francisco Palm Springs, CA 92264- Cartwright 
Homelnventoryservlces Fashions Relf Svc., 15659 Bear Valley Pomona Rd., Corona, CA Arguello Andrade 9080, Max Mehlhaff Panon Quest, 11424 
.Net, 9190 Latigo Cir., La Myrna's Home Care, Rd., Hesperia, CA 92345- 92880-6959, Patricia Off Axis Wakeboard Otay Active Wear, 1 0555 P S Desert Resorts, 2371 Aberdeen Dr., Fontana, CA 
Quinta, CA 92253-5911, 25590 Van Leuven St., 1761, Jose Alvarado Smokowski Gear, 16514 Kiwi Way, Indiana Ave., Ste. 105, Via Sonoma, Palm 92337-0988, Jozsef Szabo 
Lee Malamuth Lorna Linda, CA 92354- Nayar Home Repair, 751 b INLAND EMPIRE I Nu Touch Tile, 17601 Lake Elsinore, CA 92530- Riverside, CA 92503-5308, Springs, CA 92264-8670, Papagayo Enterprise, 
Homesforpeople.Com, 2431 , Myrna English W. Montrose St., Rialto, us1ness 1ourna Granada Ave., Fontana, 1728, Steven Rudnick King Gipson Sr. Seymour Lenes 24396 Via Las Junitas, 3501 Morning Star Ln., Mzlma Massage, P.O. Box CA 92376-7821 , Macario CA 92335-5034, Jackie Off Of Luis R Mendez, Our Place, 23908 Solitaire P S Hotel Reservations, Murrieta, CA 92562-4308, 
Norco, CA 92860-3736, 381 , Joshua Tree, CA Bernal •Is your compuy on OUR list? 11 SPACE RESERVATION Aguirre 4333 Orange St. , Ste. 12, Dr., Moreno Valley, CA 1276 N. Palm Canyon Dr. Nancy Rivera Virginia Boomhower 92252-0381, Anne Alice Need 4 Stickers, 12320 sbould be!! Ir you tbillk your compa: Nucleus Project, 1456 E. Riverside, CA 92501-3839, 92557-2821, Anthony #201 , Palm Springs, CA Par Player, 13694 
Homestreet, 664 N. Thacker Tuscola St., Moreno Valley, •Y qualifies to be laduded oa aay of DEADLINE Philadelphia St., Spc 242, Luis Mendez Gallon 92262-4411, Jeffrey Smyth Geranium St. , Chino, CA 
Mountain Ave., Upland, CA N Decor, 13630 Stacy CA 92557-7605, Lisa tbe Jaauary lists aad you bave Dol Ontario, CA 91761-5741, Oh Mango, 23731 Our World, 14083 P T 2000 Auto & Rv 91710-5080, Gregory received a simple questioaoalre from December 20 
91786-4338, Monette Miles Lynn Dr., Moreno Valley, Grove Inland Empirt Busintss Journal, John Hayes Redbark Dr., Moreno Hastings Ranch Ln., Accessory, 4774 Murietta Charles Johnson 
Hometown Video CA 92555-2508, La Marco Neel Gold & Gems, 41434 please co•tact: For information call: Nueva Era Musical, Valley, CA 92557-3984, Rancho Cucamonga, CA St., Ste. 6, Chino, CA Paradigm Companies, 
Productions, 1340 Halifax Nesbit Shadow Palm Way, (909) 484-9765 (909) 484-9765 35410 Date Palm Dr., Maria Arias 91739-2112, Charles 91710-5155, Paul Wisdom 21385 Hill Rd., Grand 
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Terrace, CA 92324-3610, 
Paul Osborne 
Paradise Parking, 51 895 
Avenida Diaz, La Quinta, 
CA 92253-3172, Robert 
Ralph Jr. 
Pare Center Dr. Joint 
Venture, 77564 Country 
Club Dr. Ste. 100, Palm 
Desert, CA 92211 -0449, 
Dennis French 
Park Center, P.O. Box 
295, Joshua Tree, CA 
92252-0295, James La 
Monica 
Parkview Comm Preg 
Counsel, 6926 Brocktpn 
Ave. , Ste. 7, Riverside, CA 
92506-3804, Herman 
Carstens 
Pastech Manfgt., 9576 
Feron Blvd. Ste. B, 
Rancho Cucamonga, CA 
91730-4576, Gerald Lewis 
Patricia Income Tax Svc., 
45015 Oasis St. , Indio , CA 
92201-4331 , Patricia 
Cintora 
Pat's Tax & Business 
Svc., 28543 N. Port Ln., 
Menifee, CA 92584-898~. 
Patricia Cameron 
Patsy's Pantry, 1112 W. 
Big Bear Blvd., Big Bear 
City, CA 92314-9098, 
Patricia Deporto 
Patty's Plaster Gifts, 
7130 Canon Rd., Oak 
Hills , CA 92345-0763, 
P atricia Salyer 
Paula's, 4590 Riverside 
Dr. #C, Chino, CA 91710-
3924, Paula Wayland 
Pease Pool Service, 
79640 Forbes Cir., La 
Quinta, CA 92253, Michael 
Pease 
Pediatric & Adolescent 
Center, 5535 Walnut Ave., 
Chino, CA 91710-2611, 
Myrna Saludares 
Penalbers Concrete Co., 
84148 Avenue 48, Indio, 




Santa Maria St. , Yucaipa, 
CA 92399-5591 , Joe Pena 
li 
Peo Quip, 1 094 Hillcrest 
Ct., Calimesa, CA 92320-
2400, James Prowse 
Peoples Paralegal 
Resources, 16530 Green 
Tree Blvd. Ste. 9, 
Victorville, CA 92392-5638, 
Julia Presley 
Perfect Control Beauty 
Supply, 24875 Alessandro 
Blvd. #9, Moreno Valley, 
CA 92553-5854, Janet 
Narvai;z 
Perfect Jewelers, 2635 
Main St., Riverside , CA 
92501-2244, Perfecto 
Aceves 
Perfect Touch, 392 E. 
Stevens Rd. Unit G13, 
Palm Springs, CA 92262-
4748, Roderick Relerford 
Performance Power 
Wash, 10300 Arrow Rte 
Apt 2006, Rancho 
Cucamonga, CA 91730-
7005, Jeff Osborne 
Performance Ventures, 
1717 E. Vista Chino 
#7136, Palm Springs, CA 
92262-3569, Suzanne 
Brown 
Perris Fam Dental Care, 
2560 N. Perris Blvd., 
Perris, CA 92571-3254, 
Frederick Lee 
Pest Doctors, 9456 
Schaefer Ave., Ontario, CA 
91761-7976, The Silver 
Bull 
Pete Volbeda & 
Associates, 127 W. B St., 
Ontario, CA 91762-3502, 
Pete Volbeda 
Pharm Assist., 1 3522 
Pica Ct., Fontana, CA 
92336-3454, Gerald Schilli 
Phenomenal Power, 1 02 
Mabrey Rd., Palm Springs, 
CA 92264-9068, Aaron 
Hoffman 
Photography by Anthony, 
14396 Manzano Rd ., 
Victorville, CA 92392-5003, 
Anthony Karbowski 
Picture- Inspect Service, 
23423 Mountain Song 
Loop, Murrieta, CA 92562-
5012, Wendy Johnson 
Picture This 
Photography, 31193 
Comotilo Ct., Temecula, 
CA 92592-5780, Tonnie 
Dean 
Pink Panther Ice Cream, 
82455 Indio Blvd. , Indio, 
CA 92201 -3131 , Juan 
Frias ' 
Pinoy City U S. A. Com, 
P.O. Box 34, Etiwanda, CA 
91739-0034, Joseph Plaza 
Pioneer Realty, 713 
Pineknot, Big Bear Lake , 
CA 92315, Kathy Armby 
Pipeline Plumbing, _680 
N. Cota St. , Corona, CA 
92880-2017, Pamela 
Reno-Kemp 
Pirate & Bull Catering, 
P.O. Box 1902, Rancho 
Mirage, CA 92270-1081 , 
Renate Pacetti 
Pizza World, 31805 S. 
State Highway, Temecula, 
CA 92592, Diane Sackett 
Plak Smacker, 41 05 
Industry Way, Riverside, 
CA 92503-4848, Alfred 
Brennan 
Plan It Wedding Shop, 
8347 Yarrow Ln., 
Riverside, CA 92508-2923, 
Virginia Duggan 
Planet Music, 27469 
Jefferson Ave., Temecula, 
CA 92590-2602, Sam 
Scott 
Plants N Such, 4150 
Chicago Ave., #51749, 
Riverside, CA 92507-9998, 
Ceceilia Stanfield 
Platinum Custom Audio 
Video, 43735 Carmel Cir., 
Palm Desert, CA 92260-
2556, Pcav Inc. 
Plum Perfect Plumbing & 
Rooter, 1 0170 Saratoga 
Ave., Montclair, CA 91763-
3941 , Jose ph McWilliams 
Plumber Surplus, 4359 
Saint George Pl., 
Riverside, CA 92504-2433, 
Ronnie Jackson 
Pokrajac Construction, 
302 Resource Dr., 
Bloomington, CA 92316-
3528, Steven Pokrajac 
Pollywong Originals, 
1490 W. Rincon St. , Ste. 
U, Corona, CA 92880- . 
9202, Arthur Modyman II 
Poop N Scoop Pet Waste 
Svc., 21028 Mariposa Rd., 
Lake Elsinore, CA 92530-
0520, Brenda Mora 
Poor Richards Pipe & 
Tobacco, 364 W. Highland 
Ave., San Bernardino, CA 
92405-4012, Stephen 
Anderson 
Postal Annex +, 300 S . 
Highland Springs Ave., 
Ste. 6C, Banning, CA 
92220-6508, Steven Heiss 
Power Conversion, 3233 
Grand Ave. , #N247, Chino 




Alessandro Blvd., Moreno 
Valley, CA 92555-6936, 
Jeanette Horne 
Precision Dentworks, 
11 32 Tradition Ln., Upland , 
CA 91786-8160, Joseph 
Garcia 
Precision Pool Svc., 3233 
Grand Ave., #184, Chino 
Hills, CA 91709-1489, 
Craig Nicholson 
Precision Soils & Forest 
Prods., 27985 Wickerd 
Rd., Menifee , CA 92584-
9030, Mark Brownton 
Preferred Business Svc., 
12595 Vista Verde Dr., 
Rancho Cucamonga, CA 
91739-2311 , Peggy Girtley 
Preferred Housekeeping 
Svc., 13671 Sarah St. , 
DECEMBER 2000 
Yucaipa, CA 92399-5207, 
Mary Eckler 
Preflite, 17 49 W. 13th St., 
#8, Upland, CA 91786-
21 00 , Wayne Wilsor. 
Premeire Resurfacing 
Svc., 11203 Me rino Ave., 
Apple Valley, CA 92308-
7869, Raymond Gamboa 
Premier Network 
Appaisers, P.O. Box 668, 
Rialto, CA 92377-0668, 
Denise Haley 
Premier Paint & 
Bodyworks, 3880 P ierce 
St. , Riverside, CA 92503-
4927, Shawn Hengstebeck 
Preschoolers on Parade, 
P.O. Box 3472, Ontario, 
CA 91761-0948, Deborah 
Barber 
Preside Recreation Ctr. 
Club, 11 000 Apple Valley 
Rd ., Apple Valley, CA 
92308-7505, Deutsch Gav 
LLC 
Pressure Pt. Power 
Wash, 39900 N. Genera l 
Kearney Rd ., Temecula , 




Dolphin St. , Fontana, CA 
92336-3249, Leslie Powell 
Prima Vera Italian Grill, 
7890 Haven Ave., Ste. 15, 
Rancho Cucamonga, CA 
91730-3051 , Taj Brothers Inc. 
Prime Supply Inc. , 23295 
Twinflower Ave., Wildomar, 
CA 92595-8567, Kenneth 
Curtis 
Primeloan Mortgage, 
10722 Arrow Rte., Ste. 308, 
Rancho Cucamonga, CA 
91730-4811 , Unda McCarthy 
Printmasters 90, 140 N. 
Maple St. , Ste. 1 01 , 
Corona, CA 92880-6996, 
Ronald Morgan 
Priority One, 617 S . 
Idyllwild Ave. , Rialto, CA 
92376-6822, Michael 
Scoggins 
Complaints ... Praise! Suggestions? E-Mail us @ 
iebj@busjournal.com 
Thank you! 
Inland Empire Business Journal 
The source for the business world of the Inland Empire 
DECEMBER 2000 
BANKRUPTCIES 
David R. Addington; aw 
Navigato & Associates, LLC, 
3474 Pear Blossom Ln., Lake 
Elsinore; debts: $390,493, 
assets: $164,714; Chapter 7. 
Lloyd Noland Allgood, Lisa 
Louise Allgood, lka Lisa 
Louise Graham, dba 
Rockland Co., dba Security 
First Locksmith, fd ba A· 
Abby Locksmith, 1970 Trevor 
Ln., Corona; debts: $299,912, 
assets: $248,175; Chapter 7. 
Adam Glenn Avne, Karen 
Anne Avne, fdba United 
Promotions, dba Inland 
Independent Insurance 
Services, 3660 Allegheny St., 
Corona; debts: $372,926, 
assets: $286,395; Chapter 13. 
Noah Awoniyi, dba Business 
Network Technology, 
zxmail.com, 22970 Merle Crt., 
Grand Terrace; debts, assets 
schedule not avai lable; Chapter 
7. 
Belle Reve Furniture 
Company, Inc., dba Belle 
Reve Mfg., 12201 B Magnolia 
Ave., Riverside; debts, assets 
schedule not available; Chapter 
7. 
Mark Berry, fdba Accessory 
Zone, fdba Berry 
Enterprises, fdba Berry's 
Ent., Inc., fdba Berry's Mini-
Mart, Inc., fdba Big 0 Tires, 
dba Brother's Oil Co., fdba 
Healthy Distributors, fdba 
Keboblt, fdba MB Chevron, 
fdba MB Ent., fdba MB Ent., 
Inc., 231 E. Alessandro Blvd., 
Apt A-459, Riverside; debts: 
$3,631,813, assets: $2,807; 
Chapter 7. 
Steven E. Bishop, Marilee 
Ann Bishop, fdba Bishop 
Racing Collectibles, ·dba 
Hemet Valley Raceway, 340 
Taft Ave., Hemet; debts: 
$241,325, assets: $157,000; 
Chapter 7. 
Doris Edwena Blackwolf, 
aka Doris Black Wolf, dba 
Dor'e, 73-373 Country Club 
Dr., Apt. 1007, Palm Desert; 
debts assets schedule not avai l-
able; Chapter 7. 
Marven Brown, Cynthia A. 
Brown, fdba Brown & Sons 
Auto Body, 9255 Alta Lorna Dr., 
Alta Lorna; debts, assets sched-
ule not available; Chapter 13. 
Yanni S. Cantartzoglou, aka 
Yanni Stavro Cantartzoglou, 
John Cantartzoglou, Helen 
G. Cantartzoglou, aka Helen 
Cantartzoglou, dba Yanni's 
Plastic Bags, 631 North 
Humboldt Crt., Ontario; debts: 
$181,743, assets: $124,250; 
Chapter 7. 
Jesus A. Casillas, aka J esus 
Alvarez Casillas, Sandra G. 
Casillas, aka Sandra Garcia 
Casillas, dba J C Trucking, 
1335 N Columbia St., 
Redlands; debts: $244,429, 
assets: $188,245; Chapter 7. 
Lee Roland Denault, 
Madeline Kay Gillean-
Denault, dba Sweeprite, 1533 
W. Harvard Place, Ontario; 
debts: $237,851, assets: 
$246,576; Chapter 7. 
Anthony John Dockus, Gwen 
D. Dockus, fdba Doc's Home 
Carpet Care, 14171 
Hillsborough Dr., Victorville; 
debts: $250,837, assets: 
$163, 162; Chapter 7. 
Michael James Ferra, Diane 
Jo Ferra, dba Mike Ferra 
Door Installation, 15129 
Monterey Ave., Chino Hills; 
debts: $250,730, assets: 
$184,275; Chapter 13. 
Jack C. Fletcher, Dorothy E. 
Fletcher, aw Fletcher 
Enterprises, 540 W. Arrow, 
#B, Upland; debts: $22,996, 
aSsets: $72,336; Chapter 13. 
Paul Michael Grenier, 
<fharlene Marie Grenier, dba 
Artistic Floor Covering, 
26025 Outpost Rd. , Apple 
Valley; debts: $226,539, assets: 
$271,346; Chapter 7. 
Richard Allen Hallett, aka 
Rich Hallett, Cheryl Lee 
Stites Hallett, aka Cheryl 
Stites, Cheryl Hallett, fdba 
Cheryl Stites-Hallett Fashion 
Coordinator, 27403 Elmwood 
Dr Lake Arrowhead; debts: 
$1M ,498, assets: $42,308; 
Chapter 7. 
Chong Ae Han, dba Big Foot 
Beef jerky, 12420 Mt. Vernon, 
#1-C, Grand Tt;rrace; debts: 
$101,170, assets: $14,550; 
Chapter 7. 
Dennis Dean Hartley, Sheryl 
Lyn Hartley, dba Hartley 
Family Daycare, 23792 
Elsinore Ln., Quail Valley; 
debts: $82,072, assets: 
$86,810; Chapter 7. 
David Miles Herbert, Teresa 
Gail Herbert, dba Yucaipa 
Chiropractic, fdba Teri & 
Associates, 34874 
Summerwood Dr., Yucaipa; 
debts: $341,295, assets: 
$296,024; Chapter. 7. 
j oann Hogan, aka J oann 
Angress, dba Giovanna's 
Family Style Italian 
Restaurant, 3298 Skyview Ln., 
Corona; debts, assets schedule 
not available; Chapter J 3. 
Shelia J ones, aka Sheila R. 
J ones, dba Ebony Maze, 
16734 Warcloud, Moreno 
Valley; debts: $197,594, assets: 
$156,300; Chapter 7. 
Locus Direct Marketing 
Group, Inc., dba Locus 
Direct Holdings, Inc., 275 
South Memorial Dr., San 
Bernardino; debts, assets 
schedule not available; Chapter 
7. 
Carlos Perez Jr., Juanita 
Irene Perez, dba JVC Billing, 
1288 Visconti Dr., Colton; 
debts: $165,415, assets: 
$158,510; Chapter 13. 
Independent Physicians 
Alliance Medical Group, a 
California Corporation, 
36450 Inland Valley Dr., Suite 
210, Wildomar; debts: 
$2,833,991, assets: 
$2,400,500; Chapter 11. 
Danny Martin Katzka, 
Denise Claire Katzka-Hite, 
aka Denise C. Hite-Katzka, 
fdba Creative Management 
Solutions, fdba San 
Francisco Bay Bekins, fdba 
All Destinations Bekins, fdba 
Aaccess Records 
Management, 15490 
Belloway, Moreno Valley; 
debts, assets schedule not 
available; Chapter 7. 
Mark Philyaw, Michele 
Philyaw, fdba Shelmar 
Engineering, 1370 Willow 
Dr., Norco; debts: $43,732, 
assets: $21,857; Chapter 7. 
Jerry E. Martin, dba S & G 
Motors, 3245 Market St., 
Riverside; debts: $995,188, 
assets: $600; Chapter 7. 
Marty Lynn McFarland, 
fdba Coastal Realty Group, 
fdba Coastal Webworks, 
2490 N. Janis Dr., Palm 
Springs; debts: $265,984, 
assets: $2,866; Chapter 7. 
Thomas William Mendel, 
faw Coachella Valley 
Cabinetry, Inc., dba 
Customwerks Furniture, 
1440 Rosario Way, Palm 
Springs; debts: $220,319, 
assets: $45,735; Chapter 7. 
Arthur H. Morelock, Leona 
L. Morelock, dba Morelock 
Thxi Service, 170 North Ash, 
Byte; debts: $111 ,204, assets: 
$62,750; Chapter 7. 
Joseph F. Nesbitt, Lod L. 
Nesb1tt, fdba The Document 
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Network, 13694 Crape Myrtle 
Dr. , Moreno Valley; debts: 
$216,361, assets: $6,000; 
Chapter 7. 
Tony Ambrus Onwusa, 
Uneeda Lynn Onwusa, dba 
Uneeda Flower & Gift Baskets 
Plus, 16595 Terrance Ln., Unit 
#D, Fontana; debts: $100,494, 
assets: $10,480; Chapter 7. 
Kenneth Lee Overman, aka 
Kenneth L. Overman, Denise 
Overman, aka Denise 
Vallarreal, fdba Surrender 
Gear, 3359 N. Carnation Dr., 
Rialto; debts: $205,840, assets: 
$153,545; Chapter 7. 
Rowena E. Prepena, aka 
Rowena Elinette Prepena, 
fdba Arrowhead Vendin, 647 
Grass Valley Rd., Lake 
Arrowhead; debts: $69,640, 
assets: $12,327; Chapter 7. 
Michael L. Reno, Pamela M. 
Reno, fdba The Wine Seller, 
5906 Manzanita Ave., Angelus 
Oaks; debts: $237,660, assets: 
$16,714; Chapter 7. 
Sam Holdings, Inc., a Nevada 
corporation, 770 Magnolia, 
Suite 2cF, Corona; debts: 
$3,176,000, assets: 
$10,770,100; Chapter 11. 
Walter R. Saunders, fdba 
Cajun Garden Restaurant, 
2983 W. Spruce St., Rialto; 
debts: $139,416, assets: 
$126,526; Chapter 7. 
Bobby D. Scoggins, Donna L. 
Scoggins, fdba Scoggins, 
Metal, 780 Whitney Or., 
Riverside; debts: $695,814, 
assets: $13,300; Chapter 7. 
Michael Norman Swain, 
J anet Louise Swa in, dba 
Desert Designs, 32970 Terrace 
Dr., Temecula; debts: $45,262, 
assets: $11,177; Chapter 7. 
Susannah E. Thompson, aka 
Susannah E. Rupp, fdba The 
Thompson Agency, 1929 
Neptune Dr., Perris; debts, 
assets schedule not available; 
Chapter 13. 
Daniel Joseph Vereecke, Daniel 
Joseph, Angelita Lea Vereecke, 
dba Ralphs's Printing, 8420 
Mimosa Tree Crt., Riverside; 
debts, assets schedule not avail-
able; Chapter 7. 
Richard F. Uyemura, 
Phensiri R. Uyemura, faw 
Sunset Travel Agency, 24867 
Atwood St., Moreno Valley; 
debts: $93,932, assets: 
$27,090; Chapter 7. 
Silvestre Vasquez, Shelah P. 
Vasquez, dba S & S 
Enterprises, 1469 Medallion 
Crt., · Perris; debts: $154,027, 
assets: $92,201; Chapter 7. 
Eugene Phillip Wrzalinski, 
Jane Mar ie Wrzalinski, dba 
Rock 's Trucking, 26219 
Corona Dr., Helendale; debts: 
$91 ,165, assets: $98,360; 
Chapter 13. 
For total ~on, 
rely on the first name i!' security • . 
~[I]~~ 
lntruolon Fire CClV .-\cuM 
l>o1Km. Al.onn Monilorins Control 
S)-.. S,..U. 5ywbtmo Syoi>tmo 
[;J~[I] 
5 
We're~ a-fins national 
security company w;th a 
strong local a>rnmit!Mnt to 
prot«t you lh.rou8h use of: 
• Cost~ective S«U.rity 
techno"'KY 




• Sl<.i.IW instalbtion and 
se-rvice 
• Our own UL-Iisl\!d central 
stations 
Call us today f~ a FR F.E 
professional apprai!!al of 
• your 5eCUrity ~ods. 




FOR ALL YOUR CORPORATE CATERING NEEDS 
FEATURING 
• Executive Lunches • Compan)' Picnics • Box Lunches/Mixers 
• Continental Breakfast • Grand Openings • Delivery/Full Service 
(909) 923-8030 • Fax (909) 923-8620 
1,\ n· HJI•{ J ) r •U ,., ',' -...': ,/ 'Lt ''111/ 
I 1/dllt ( ,, , Htd~t (/ '" ,, HPf l ' ' \ \(011 
FRANCHISE CONSULTING 
Unique individuals needed to duplicate our 
proven success. Own your own Franchise 
consulting business and benefit from our 
experience. People skills a must. 
• 
-






I:!:!:A!i(!:t t-1•1•1 II -~ 
909-626-6599 
, ..... .,..., 
Bob drops in for the weekend 
Your Home or Ours ... it's yom· choice 
~~-~w ,. 
...-......:..:;__' BEST WESTER:"' x; @ !HERITAGE INNI Historic Rouh 66 
Call Now for Reservations 
909-466-1111 
8179 Spruce Aw, Rand 10 Cucamonga 
www.~n.COil'llherilageinnranchocucamonga • e-maH: sales4bwhi@aol.com 
WHATEVER 





TO GET IT DONE. 
EG~P--
1925-E McKinley Avenue 
La Verne CA 91750 
909·392·1800 
www.egandp.com 
Complaints ... Praise! Suggestions? E-Mail ·us @ 
i.e~.i @;2~-...s_j o-...:r.-.al-co.-.-. 
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INVESTMENTS & F INANCE 
INLAND EMPIRE BUSINESS JOURNAL/DUFF & PHELPS LLC STOCK SHEET 
.............................. , ...................................................................................................................................................................................................................... J ............................................................................................ . 
"l""HE GAINERS 
Top five, by pea-centage 
Company Current Beg. of Point %Change 
C lose Month Change 
Kaiser Ventures Inc. 13.688 I 1.375 2.313 20.3 
Keystone Automotive lnds. Inc. 5.688 4.750 0.938 19.7 
Channell Commercial Corp. 8.000 6.875 1.125 16.4 
American States Water Company 33.313 31.188 2.125 6.8 
Foothill Independent Bancorp 11.125 10.750 0.375 3.5 
. THE LOSERS 
Top five, by pea·centage 
Company Current Beg. of Point %Change 
Close Month Change 
Life Financial Corp. 0.938 2.375 -1.438 -60.5 
Watson Pharmaceutical Inc. 48.500 62.563 -14.063 -22.5 
Modtech Holdings Inc. 9.000 10.625 -1.625 -15.3 
PFF Bancorp Inc. 16.000 18.500 . 2.500 -13.5 
National RV Holdings Inc. 8.250 9.375 -1.125 -12.0 
···················································································································································································································································································································································· 
1\ame Ticker 11/22/00 10/31/00 c.i Chg. 52 Week 52 Week Current E"changt· 
(.'lose l'l'ice Open !•rice Month High L~m PiE Ratiu 
American States Water Co. AWR 33.313 31.188 6.8 39.75 25.00 18.1 NYSE 
Channell Commercial Corp. CHNL 8.000 6.875 16.4 21.00 6.88 8.4 NASDAQ 
CVB Financial Corp. CVB 16.750 16.688 0.4 20.80 13.25 12.6 AMEX 
Fleetwood Enterprises Inc. FLE 12.750 13.188 -3.3 21.88 10.56 9.0 NYSE 
Foothill Independent Bancorp FOOT 11.125 10.750 3.5 14.13 8.88 10.1 NASDAQ 
HOT Topic Inc. HOTI 34.563 34.250 0.9 40.63 14.63 18.0 NASDAQ 
Kaiser Ventures Inc. KRSC 13.688 11.375 20.3 19.38 10.00 91.3 NASDAQ 
Keystone Automotive Inds. Inc. KEYS 5.688 4.750 19.7 7.38 4.56 10.7 NASDAQ 
Life Financial Corp. (L) LFCO 0.938 2.375 -60.5 5.00 0.69 NM NASDAQ 
Modtech Holdings Inc. MOOT 9.000 10.625 -15.3 11.88 5.56 13.9 NASDAQ 
National RV Holdings Inc. (L) NVH 8.250 9.375 -12.0 21.13 7.75 4.5 NYSE 
PFF Bancorp Inc. PFFB 116.000 18.500 -13.5 23.75 12.25 7.4 NASDAQ 
Provident Financial Holdings Inc. PROV 18.500 18.625 -0.7 19.13 12.56 9.0 NASDAQ 
Watson Pharmaceutical Inc. WPI 48.500 62.563 -22.5 71 .50 33.69 35.9 NYSE 
Notes: (H)-Stock hit 52-week high during the month, (L)-Stock hit 52-week low during the month, NM · Not Meaningful 
.................................................................................................................................................................................................................................................................................................................................................... 
Five Most Active Stocks 
Stock Month Volume (OOO's) 
Watson Pharmaceutical Inc. 3,746,400 
HOT Topic Inc. 2,807,400 
Fleetwood Enterprises 2,316,300 
PFF Bancorp Inc. 522,000 
Keystone Automotive I nels. Inc. 435,300 
D&F/IEBJ Total Volume Month 30,592,900 




New Highs 0 
New LDws 2 
Duff & Phelps, 
LLC 
One of the nation's leading investment 
banking and financial advisory organ-
izations. All stock data on this page is 
provided by Duff & Phelps, LLC from 
sources deemed reliable. No recom-
mendation is intended or implied. 
(310) 284-8008. 
Taxpayers Face Big Hits From Stock Options and Mutual Funds 
Although the year 2000 is 
marked by a minimum increase in 
new IRS regulations, the California 
Society of Certified Public 
Accountants warns that a turbulent 
economy may still play havoc with 
even the most careful tax planning. 
With little time left in the year for jug-
gling investments, CPAs are focusing 
intently on the complex tax implica-
tions of stock options and mutual 
funds - once financial gold mines 
for the 90s, but now transformed by 
market corrections into lethal land 
mines for unwary taxpayers. 
To ward off financial surprises, 
taxpayers need to track the changing 
values of stock options: the price of 
the shares on the date the options 
were received; the market price on 
the date they were actually exercised 
(purchased) and the market value of 
the shares on a date of sale. The 
spread between an exercise price and 
subsequent appreciation may qualify 
for the 20 percent long-term capital 
gains tax. 
But, different types of options are 
taxed differently. Regular income tax 
usually applies to gains from non-
qualified stock options (NQSOs). 
However, incentive stock options 
(ISOs) tend to propel taxpayers into 
the dreaded alternative minimum tax 
(AM1), an additional tax system with 
separate rules for deductions and 
more negative consequences for an 
increasing number of taxpayers. 
Beware this negative scenario: If 
options were exercised and held earli-
er in the year, taxes may still be due 
on paper profits triggered by the exer-
cise - regardless of any subsequent 
dip in share value. 
Taxpayers who buy mutual funds 
near the end of the year may face 
unexpected capital gains in 
December, despite poor fund returns. 
To avoid this double hit, consider 
postponing a mutual fund purchase 
until after distributions. If scouting for 
mutual fund investments in the com-
ing weeks, be on the alert for early 
gain estimates issued early in the last 
quarter - a practice more funds are 
embracing this year. However, by 
being overly cautious, taxpayers risk 
losing mutual fund profits in the last 
quarter of the year, that might more 
than offset any taxes due. 
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Boo of Lists 
@{j) (jj&!Jo. 
TopList Allows You To: {j 




Create exportable text files. 
Load and use over 30 additional "Book of Lists." 
0 Plus more! 
TopList Is: 
0 Self-installing and menu prompted. 
0 Available for IBM/PC or computers 
0 Also available in ACf!-ready formats. 
It's Easy To Order. For fastest service, 
www.toplist.com 
or call (909) 484-9765 ext. 27 
TopLJst @ $1 25 00 ea./add 7 5% sales ta><Jsh1pplng and handling $3 50/next buSiness day ($8.50) 
A new Web site, launched by the U. S. Small Business Administration (SBA) 
will increase procurement and networking opportunities to women-owned busi-
nesses by placing all contracting assistance information at a single online site. 
WomenBiz.gov will provide women-owned businesses with direct access to the fed-
eral acquisition tools and government networks to tap into the $200 billion feder-
al marketplace. The site will serve as the official gateway to more than 100 pro-
curement and acquisition sites hosted by various federal agencies. 
BUSINESS tO BUSINESS 
co\IIUE.ll SERVICE 
~ • ~ ~LP. lWOWEEKS ONE WEEK ? SAME DAY 
Yw lri'a-Colrty bL5i1ess mai will be pid<ed 1.4> by~ 
lWICE a day ard harxi delivered on ru next route. 
S.WC:..ANdll & llllc:Jude: 
• Same Day Delivery 
• Couriers 
• Special Messenger 
• Bag Exchanges 
• Tailored Delivery Systems • Overnight Lsttar SeNtce 
• Paroet Delivery 
~LP. 
---For Service in the Inland Empire call: 
1 • 800 • GO • 4 • ICBM 
Serving all of Southern Galifomia 
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BUSINESS INFORMATION RESOURCES 
WEB SITES 
Aviastar Communications, Inc . .......... .. www.aviastar.net 
Agricultural Export Program (AEP), Calif. Dept. of Food and Agriculture 
.... ............................................................ www.atinet.org/aep 
~~~~~~~~.~~ .. ~~·i·~·~ .. ~.~.~~:~ .~.~.~~~.~.~ .=~!m~.~~~usa 
Business Bank of California 
................................................................ www.businessbank.com 
California State Government Home Page 
............................ .............................. www.ca.gov 
Center for International Trade Development 
... ............................................................. www.resources4u.com/citd/ 
City Business Guide CITlVU Rancho Cucamonga 
............................ .................................... www.citivu.com 
Columbia Chino Valley Medical Center 
................................................................ hwww.cvmc.com 
First Federal Savings of San Gabriel Valley 
.. .......................................... .................... www.firstfederalsgv.com 
PFF Bank & Trust ................................ www.pffbank.com 
I.E. Small Business Dev. Ctr ...... .......... www.iesbdc.org 
Marriage & Family Therapist.. ............ www.claremontcounseling.com 
Small Business Developm. Center ........ www.iesbdc.org 
U.S. President ........................................ www.whitehouse.gov 
E-MAIL ADDRESSES 
Bill Leonard .. ...... ... ............................. .. senator.leonard@sen.ca.gov 
California Center for Health Improvement 
................................................................ cchimail@aol.com 
Inland Empire International Business Association 
..................... .................... ....................... ieibatrade@aol.com 
U.S. Government Printing Office, GPO Access 
... ......... ..... ............................................... gpoaccess@gpo.gov 
U.S. President ................. ....................... president@whitehouse.gov 
BULLETIN BOARD SERVICES (BBS) 
Information is subject to change without notice and some operators may charge fees. 
Alice's Wonderland: Amateur radio, Psion and Renegade support, CD-ROM, No Ratios, On·hne 
games, active message bases; (909) 597-4469. 
Apple Elite II: Networked messaging, on-line games, transfers for Apple II and Mac, 14.4 baud; (909) 
359-5338. 
The Blueprint Place BBS: CAD-plotting service; drop "DWG" Auto-CAD tiles, zipped and text tile in 
CAD library, 14.4 baud; (310) 595-5088. 
Mine and Yours BBS: WWIV Networks, Large File, MSG Base, Games, Internet e-mail and Local 
Ecbos, Fees free; (760) 244-0826. 
Ebix - Business: Business management, labor laws, CPA issues, human resources, employee bene-
tits, 14.4 baud, 24 hours; (7 14) 239-6864. 
lnvestorLink: Stock, commodity prices, real estate, daily news, personal finance, mutual funds, 28.8 
baud; (818) 331-461 1. 
Mommadillo's BBS & Breakfast: WwivNet, E-mail , Trade Wards, Lord Scrabble On-line, 14.4 baud; 
(31 0) 432-2423. . 
PC-Windowmaker BBS- A.U.G.I.E.: Computer user group club BBS, supporting IBM, Atari and 
Mac downloads, on-line games, RIP menus, 28.8 baud. (909) 637-1274. 
r.--------------------------------~ 
LIST YOUR BULLETIN BOARD 
I 
1 Name of board------ - - ------------ --
1 Phone number----------------- -----




Fees-------- Hours ______________ _ 
Voice phone _____________________ _ 
The Inland Emp1rc Business Journal IS comp1hng a hst or the local bulletin boards II you 
would like to have your board mcluded fill out thiS coupon and ma•l tt to Inland Empnc 
Busmoss Journal Altn Bulletm Boards 8560 Vmeyard Ave Ste 306 Rancho Cucamonga 
CA 91730·4352 
t : ' I I I 
You ARE WHAT You KNow 
SUBSCRIBE NOW! 






2001 Book of Lists Resource Publication 
(value: ~30) 
Yes, I want to subscribe to the Inland Empire Business Journal 
0 One year $24 annual subscription 
0 Two years $48 subscription, plus complimentary 
0 2000 Book of Lists resource publication 
2000 Book of Lists only $30 + $2.50 shipping & handling 
Please send information about advertising in the 2000 Book of 
Lists 
Or, charge to my credit card: 0 Master Card OVisa 
Credit Card Number Exp. Date ______ _ 
Company ________________________________________ _ 
Name Addre._ss---------------------------------------------
City/State Zip, _________ _ 
Phone# ________________________________________ __ 
MAKE CHECKS PAYABLE TO: 
INLAND EMPIRE BUSINESS JOURNAL, (909) 484-9765 
8560 Vineyard Ave., Ste. 306, 
Rancho Cucamonga, CA 91730-4352, 
Fax (909) 391·3160 
Editorial. .. 
continued from page 5 
soldiers, confiscation of firing 
pieces, control of the newspapers 
- were all done in the name of 
the crown. 
No one anticipated that some-
one would invent the AK-47. No 
one knew that Larry Flint would 
have access to a four-color press. 
Such changes in society and tech-
nology have tried and proven the 
strength of the document that runs 
our country. Regrettably, very few 
people seem to know what it says 
- or what it means. 
In fact, while writing this 
piece, we were reminded by 
Rancho Cucamonga's 
Councilman "R.C." Bob Dutton 
that America is a republic ... not a 
democracy. If you don' t know the 
difference, look it up. It's time we 
all learned a civics lesson! 





Your company may not leave callers 'on-hold ' this long ...... 
Bur my time 'on-hold' can seem like an eremicy, unJess you 
provide them with valuable information that can help them 
make infon:r:ed decisions about do1ng busl.Iless with your 
company. 
Little Bear Enterprises 
1-714-899-9310 
Contact Teddy 
"Helping people create a better future" 
• SUBSCRIBE TODAY! 
Breaking news about our business community, from openings to expansions. 
With our new tax licenses, incorporations and calendar of events, you have 
the news to manage your business. Our special reports keep readers 
up-to-date about changes in their industries. Don' t miss an issue, subscribe 
today! Includes the 2000 Book of Lists. 
• TOP LIST SOFTWARE 
Top List software allows you to write letters, print labels, print follow-up 
reports and sort data. It puts you in touch with information you need to know. 
Easy to order. For fastest service, www.toplis t.com or call (909) 484.-9765. 
• GOT A TIP? 
If you hear of something happening in the Inland Empire business commu-
nity, give us a call at (909) 484-9765. 
• ADVERTISING 
Advertise in the publ ication that reaches the Inland Empire's top executives. 
For classified advertising call Mitch Huffman at (909) 484-9765 ext. 26. 
• BACK ISSUES AND REPRINTS 
For additional copies, past Top 25 lists, or artic!es, give us a call. Has your 
business been featured in the Business Journal? Reprints make a great mar-
keting tool. Call the Inland Empire Business Journal at (909) 484-9765 ext. 
20 or ext. 27. 
4REC-N-FX (Recreation Effects), a program by the City of Redland Recreation Empire's future economic growth. For more information about event registration, call Le Cromwell at 
Bureau, Redlands Police (909) 787-4105, ext. 1687. 
Department, University of 
Redlands and Redland Unified 
School District is a year-round 
sports program. The activities will 
take place at Clement Middle 
School, Wednesday and Friday 
from 3:30 p.m.-5 p.m.; Moore 
Middle School, Monday and 
Thursday from 2:30 p.m.-4 p.m, 
and Victoria Elementary, Monday 
and Thursday from 2:30 p.m.-4:00 
p.m. throughout the school year, 
excluding holidays. The program 
emphasizes all team sports, individ-
ual competitions, homework help, 
field trips, building basic and social 
skills. The drop-in sports programs 
will meet at lhe basketball courts of 
each school. 
Christmas Tradition at the 
Grove includes a 9 Christmas Concert with 
"Phantom of the Opera's" Dale 
Kristien and Broadway's original 
"Joseph" Bill Hutton. They will 
perform Saturday, Dec. 9 and 
Sunday, Dec. 10. The Grove is 
located at 276 E. 9th St. in Upland. 
The Saturday evening performance 
is at 7:29 p.m. and Sunday at 3 p.m. 
For tickets call the box office at 
(909) 920-4343. Tickets are $20-
$25 and are now on sale. 
6 A free seminar on Internet solutions from Cisco Systems will be held on Wednesday, 
Dec. 6 at the DoubleTree Hotel, 
429 North Vineyard, Ontario. Learn 
lfow Site to Site VPN's offer a cost-
effective means for upgrading anti- . 
quated, bandwidth-constrained 
dialup and multidrop networks 
employed by many chain stores, 
financial institutions, and agency 
networks. Learn how Remote 
Access VPNs can provide secure 
connections over the Internet, 
allowing corporations to realize 
unprecedented cost savings, flexi-
bility, performance and reliability 
in their remote-access connections. 
The program will begin at 8 a.m. 
and end at noon. Please call (877) 
303-9416 to register or enroll via 
the Web at www.techsolutions. 
regsvc.com. 
8 The Seventh Annual Inland Empire Economic Forecast Breakfast will be held from 
7:30-10:30 a.m., Friday, Dec. 8 at 
the Riverside Convention Center. 
Michael Bazdarich, director of the 
Inland Empire Economic Data 
Bank and Forecasting Center at the 
Universty of California, Riverside, 
will be joined by a panel of experts 
to probe the political, demographic 
and scientific aspects of the Inland 
9 Lake Perris State Recreation Area will be hosting its sec-ond annual "Lights on the 
Lake" Christmas Boat Parade on 
Saturday, Dec. 9. The theme for this 
year's event is "Celebrating 
California's 150." The celebration 
will begin at launch ramp 7 at 4 
p.m. Participants with decorated 
vessels will be allowed into the 
park at no charge. Spectators are 
welcomed and fees will be $3.00 
per car. Vessels will follow a route 
for judging with awards given in 
the following categories: self-pow-
ered, sail (must be under power), 
power vessel, state park employee 
and judges trophy. For an applica-
tion or further information, please 
contact the park at (909) 657-0676. 
12 The Small Business Development Center is 'offering a two-hour 
workshop that covers various 
financing options available to small 
businesses on Tuesday, Dec. 12 
from 6:00 p.m.-8:00 p.m. For 
information and registration call the 
Mt. San Antonio College Small 
Business Development Center at 
(909) 629-2247. 
13 The Center for International Trade Development is offering 
a three-hour workshop on 
Wednesday, Dec. 13 from 1:00-
4:30 p.m. This workshop will 
cover your product and networking 
strengths, perform a SWOT, under-
stand the steps to finding a product 
and how to evaluate a product or 
product line . For information and 
registration for this $25 workshop, 
call the Citrus College Center for 
International Trade Development at 
(909) 629-2247. 
14 The Small Business Development Center is offering a two-hour 
workshop on the basics of starting a 
business Thursday, Dec. 14 from 
9:00 a.m.-11: 00 a.m. Upon com-
pletion entrepreneur will be able to 
work one-on-one by appointment, 
with a professional business con-
sultant specifically on their busi-
ness. For information and registra-
tion call the Mt. San Antonio 
College Small Business 
Development Center at (909) 629-
2247. 
31 The Inland Empire Symphony Guild will hold its sixth Annual 
New Year's Eve GALA at the San 
Bernardino Radisson Hotel 
Ballroom from 7 p.m.-1:00 a.m. 
The black-tie optional event raises 
funds for the San Bernardino 
Symphony Orchestra and provides a 
special way to ring into the New 
Year with family, friends and col-
leagues. Tickets are $125 per per-
son and tables of 10 are $1,250. To 
purchase or for inquiries, call (909) 
882-0080. 


































Business Builders of Rancho 
Cucamonga, weekly, 7 a.m. at Socorro's 
Mexican Restaurant, 10276 Foothill Blvd., 
Rancho Cucamonga. Membership: $25. 
Contact: Dawn Grey, (909) 484-5244; 
Shirley Patrick, (909} 625-2386. 
Personal Break Through/ Networking, 
weekly, 7 a.m. at 7385 Carnelian St., 
Rancho Cucamonga The club meets to dis-
cuss maximizing business and personal 
leverage, Contact: Warren Hawkins, (909) 
626-2681 or (909) 517-0220 (pager). 
Tuesday 
Busaness Network International, Inland 
Valley Chapter, weekly, 7 to 8:30 a.m at 
Mimi's Cafe, 10909 Foothill Blvd., Rancho 
Cucamonga. Contact. M1chacl Bailey, (909) 
948-7650. 
Ali Lassen's Leads Club, Claremont 
Chapter, weekly, 7:15a.m. at the Claremont 
Inn, 555 W. Foothill Blvd., Claremont. 
Contact. (909) 981-1720 Reg10nal office: 
(800) 767-7337. 
All Lassen's Leads Club, D1amond 
Ranch Chapter, breakfast meeting weekly, 
$8 for VISitors, 7:15 - 8:30 a.m. at the 
Diamond Bar Country Club, 22751 E. 
Golden Springs Dr., Diamond Bar. 
Contact: Kim Gully (909) 606-4423 or 
Leads Club Regional Office: (800) 767-
7337. 
Wednesday 
Business Network International, Victor 
Valley Chapter, weekly, 7 a.m. at Marie 
Callcndcrs, 12180 Mariposa Rd., 
Victorville. Visitors welcome. Contact: Jo 
Wollard (760) 241 -1633. 
Business Network International, Chino 
Valley Chapter, weekly, 7 a.m. at Mim1's 
Cafe, Spectrum Marketplace, 3890 Grand 
Ave., Chino. Contact: (909) 591-0992. 
Busaness Network International, 
Rancho Cucamonga Chapter, weekly, 7 am. 
at Plum Tree Restaurant, 1170 W. Foothill 
Blvd., Rancho Cucamonga. Contact: 
Michael Cunerty, (909) 467-9612. 
Toastmasters Club 6836, the Inland 
Valley Earlybirds of Upland, weekly 6:45 
a.m. at Denny's, northwest corner of 
Seventh Street and Mountain Avenue in 
Upland. Info: Nancy Couch, (909} 621-
4147. 
The Institute of Management Accoun-
tants Inland Empire Chapter, the fourth 
Wednesday of the month, 6:30 a.m. at the 
Miss1on Inn, 3649 Seventh St., Riverside. 
Contact: Ester Jamora (818) 305-7200 Ext. 
106. 
The Rancho Cucamonga Women's 
Chapter of Ali Lassen's Leads Club, weekly, 
7:15 am. at M1mi's Cafe, 370 N. Mountain 
Avenue. Info: Patncia Brookangs, (909) 
981-4159 or (909) 594-5159. 
Thursday 
Busaness Network International, Victor 
Valley Chapter, meets every Thursday at 7 
a.m. at the Ramada Inn, Interstate 15 and 
Palmdale Road in Victorville. Visitors are 
welcome. For more information, call 
Rodney Sanders at (760) 953-7297. 
BOMNinland Empire Monthly 
Meeting Thursday, March 9, 2000 12:00 
noon, Double Tree Hotel. Guest Speaker: 
BOMA California Lobby1st, Lcs Spahn?• 
Legislative issues in property ownership 
and management. Cost: $30. Reservations: 
(909) 882-7868. . 
Business Network lnternat1onal, 
Corona Hills Chapter meets every 
Thursday 7 a.m. to 8:30 a.m. at the 
Mim1 's Cafe located at 2230 Griffin Way, 
Corona (N91 Fwy at McKinley). Visito~s 
are always welcome. Information: Laune 
(909) 780-3176 or Wayne (909} 279-
2870. 
Sunday 
Claremont Master Motivators 
Toastmasters Club, weekly, 6 to 7:30p.m. 10 
the Jagels Building at Claremont Graduate 
School, 165 E. lOth St., Claremont Contact: 
Chuck or Dolores Week, (909} 982-3430. 
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Wildlife Artist Bob Hautman Wins 
the 2000 Federal Duck Stamp 
Contest with His Realistic Rendering 
of the Northern Pintail Duck 
Strutting his stuff, the northern 
pintail duck surveys his wintry sur-
roundings in Hautman 's painting. A 
medium-size dabbling duck, the 
pintail's range covers the northern 
hemisphere, from the Arctic to 
South America, although its pri-
mary breeding grounds are the 
grasslands of the northern Great 
Plains in the United States and 
Canada. Most northern pintails win-
ter in the southern U.S., concentrat-
ing in California, Texas, Louisiana, 
and along the coasts of Mexico. 
This fellow was painted by 
Minnesota wildlife artist Bob 
Hautman, the winner of the 2000 
Federal Duck Stamp Contest. 
Hautman's acrylic painting was dis-
played at the San Bernardino 
County Museum's 18th Annual 
Wildlife Art Festival in Redlands, 
which included the first West Coast 
exhibit of the 100 top entries partic-
ipating in this year's competition. 
"They're just such striking birds," 
Hautman commented, "I thought 
this would be a nice one to do." 
This is the second time 
Hautman won the Federal Duck 
Stamp contest. In 1996, his painting 
of a Canada goose took top honors. 
The Scotts Company Will 
Relocate in Temecula 
After receiving final project 
approval from the city of Temecula 
Planning Commission, The Scotts 
Company has announced it will 
relocate its manufacturing plant 
from Carlsbad to Temecula in 
August, 2001. 
Joseph W. JJrady, president of the 
Bradco Companies in Victorville 
and Coldwell Banker Golden West 
Real Estate in Barstow, and presi-
dent of the Bradco High Desert 
Report, has been awarded the 
Certified Commercial Investment 
Member (CCIM) designation by 
the Commercial Investment Real 
Estate Institute. The designation 
was awarded Nov. 8, 2000, during 
the institute meetings in San 
Francisco, CA. 
The Scotts Company, head-
quartered in Ohio for 132 years, is 
the world's leading supplier and 
marketer of consumer products for 
do-it-yourself lawn and garden 
care. The new Temecula plant will 
manufacture and distribute The 
Scotts Company's line of lawn 
spreaders, yardall carts, containers 
and application devices. 
"We believe the move will ben-
efit our employees and our manu-
facturing process by consolidating 
operations under one roof," said Joe 
Pellegrini, project director for The 
Scotts Company. 
Gary March, general manager 
of the Temecula operation, stated. 
"We look forward to being part of 
the Temecula business community. 
It is our goal to retain as many 
employees as possible in the move, 
in addition to bringing on new asso-
ciates from the Temecula area." 
The Scotts Company also 
announced relocation plans for 
interested employees, which include 
a first-time home buyer program 
through the city of Temecula, job 
training, and education grant 
through Riverside County. The new 
facility in Temecula will be 
designed for 410,000-sq.-ft. and will 
employ 350-500 associates across 
three shifts--seven days a week. 
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exit of the special exhiuit hall was 
set aside as a gift shop. Artists used 
this space to display and sell small-
er items, such as postcards, coffee 
mugs, and stationery. T-shirts 
embellished with the featured print, 
"Misty Morning Silence" by Rock 
Newcomb, were also available. As 
visitors browsed around the festi-
val gift shop, they were asked to 
fill out a visitor's survey, regarding 
this year's festival. Overall, those 
who participated in the survey 
seemed very satisfied and excited 
about next year. One visitor stated 
the festival is a "wonderful event, 
don't change a thing," and others 
reported that they are "already 
looking forward to next year!" 
When one visitor was asked what 
they liked the least, all they could 
say was, "Nothing, except that it 
comes only once a year." 
The most popular days of the 
exhibit were Saturday and Sunday, 
with more than 1,000 people 
attending each day. Approximately 
s rncenor p ldnc 
speCJaltSts for 
cx;er cen years 
350 members and sponsors atlend-
ed the Friday night Wildfest party 
on Nov. 17. 
The four days of the festival 
grossed $193,000 for the museum. 
This total included: art sales, booth 
space fees, sponsorship and dinner 
and auction earnings. One hundred 
thirty eight people attended the fes-
tival dinner and auction on 
Thursday evening, Nov. 16. 
The Wildlife Art Festival plan-
ning committee meets monthly to 
plan the details of this huge event. 
The committee will meet this 
month to wrap up and reflect on 
this year's event, and make recom-
mendations for future festivals. As 
always, this year's festival was an 
amazing success. Each year, 
improvements are made and les-
sons learned about how to do it bet-
ter next year. Then, in January, the 
committee will begin preparations 
and hold discussions for the 2001 
Wildlife Art Festival. 
The San Bernardino County 
Museum is proud to announce that 
Vicky Hipsley will be the featured 
artist for the 2001 celebration of 
the finest in wildlife art and artists! 
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